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THERE’S THE RUB 


Thousands of people have no dependents, consequently they 
buy only enough Life Insurance to bury them. Thousands 
of people already carry what they consider to be ample Life 
Insurance to take care of their needs—they are not in the 
market for more. 


But all these people are interested in assuring an income for 
themselves in the event of accidental disability. They are 
all Accident prospects provided, of course, the Agent can 
offer them Accident Insurance without asking them to pay 
for Limited Life Insurance included in the Average Policy. 
There is the rub! Most Accident Policies do include death 
benefits. 


Here is one Accident Policy that doesn’t~—the Champion In- 
come Accident Policy. It provides Income Insurance pure 


and simple—the policyholder pays for just that, and nothing 
more. 


The Champion Income Accident Policy is 
only one of the specially fitted policies 
in our profit-doubling Accident line. 


Want a contract? 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President Home Office: Saint Louis 
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HEALTH AND ACCIDENT 
CONFERENCE NUMBER 





Mid-W inter Meeting Sets High Record 


Health & Accident Conference Attendance and Interest at 
High Mark—Will Return to Chicago for Summer Meeting 


By-Laws Are Amended 


EVERAL important amendments to 
S by-laws of the Health & Acci- 

dent Conference were made at the 
closing session of the mid-winter meeting 
in Chicago this week, probably the one 
that which 
president ineligible for re- 


of greatest interest being 
renders the 
election. This prohibition does not ap- 
ply to any of the other officers of the 
conference. Another important change 
is that which provides for the election 
of the executive committee for three 
year term, three members to be elected 
This will make the execu- 
tive committee a more permanent body 
and remove the possibility of an en- 


each year. 


tirely new committee being put into of- 
fice at one time. 


N addition to bringing about greater 
efficiency in the conduct of conference 
affairs, it is believed the adoption of 
these amendments will help to reduce 
“politics” to a minimum. 
The other changes adopted related for 
the most part to the better definition of 
the powers and duties of the executive 
committee. 


conference 


which 
submitted in a report by H. G. Royer, 


The proposed changes, were 


E, C. BUDLONG 
President of Conference 


HIGH LIGHTS OF MID-WINTER H. & A. MEETING 


Amended by-laws to make president ineligible for re-election and pro- 
vided for three-year term for executive committee members, three to be 


elected each year. 


Set new high record for attendance and interest in mid-winter sessions. 
Decided to hold mid-summer meeting in September at the Edgewater 
Beach Hotel, Chicago, the same week that International Claim Association 


meets there. 


Promised participation and support for proposed central organization 
to secure more adequate data on automobile accidents, proposed by Dr. 
Louis I. Dublin of the Metropolitan Life. 

Endorsed plan for new educational bulletin service on accident and 
health insurance, along lines of the Diamond Life Bulletins. 

Received nine new companies into Conference membership. 


acting chairman of the by-laws com- 


mittee, had already been approved by 
the executive committee of the confer- 
ence at its meeting Tuesday night. It 


was decided at the Mackinac meeting 
that a revision of the by-laws should be 
brought in at the mid-winter session 


and the report submitted by the by-laws 


committee was in accordance with the 
instructions given at that time. 
(>*= important step taken by the 


conference at this time was the de- 
the formation 


and operation of a central organization 


cision to cooperate in 
for the securing of data on automobile 

bringing 
conditions 


toward 
improvement in the 


accidents, as a_ step 


about 





E. C. 


PAULEY 
Chairman Executive Committee 


the 
a serious factor in increasing the acci- 
dent the last years. 
This action was taken following the ad- 

Dr. Louis I. Dublin, 
the Metropolitan 
the 


which have made automobile such 


ratio in few 


loss 


dress given by 


statistician of Life, 
and was an endorsement of 
proposed in his address. 
Another important action was the en- 
dorsement of a new educational bulle- 
accident and health in- 


plan 


tin service on 


surance, to be issued by THE NATIONAL 


UNDERWRITER, modeled on the Diamond 
Life Belletins, now issued for the use 
of life insurance men, When the issu- 
ance of these bulletins is started, which 
will probably be about Sept. 1, the 
weekly bulletins now sent out to all 
members of the conference under the 
direction of its educational committee, 
will be discontinued. 





F. J. 
Secretary of Conference 


THARINGER 


Attendance Sets Record 
represent- 


ITH 
\¢ ing that 


are members of the conference, 


106 registrations, 
officials of companies 
and at least 125 people in attendance at 
the the mid-winter 
the Health & Accident Un- 
held this week 
a new high water mark 


Various sessions, 
meeting of 
derwriters’ Conference, 
in Chicago, set 
for attendance. It was the biggest mid 
held, if the 


conference 


winter meeting ever not 


largest of any session. 

A program of unusual excellence was 
given and high tribute was paid at the 
closing the meeting to the 


Executive 


session of 
work done by 


Harold R. 


charge of 


Secretary 
direct 
arrangements, 


Gordon, who was in 


the program 


and other officials of the conference 
who had a part in preparing the pro- 
gram. 


S O well pleased were the conference 

members with Chicago as a con- 
vention city that they decided to hold 
the mid-summer that city 
as well. It held in September 
at the hotel in that 
city, the same week as the Internation- 


session in 
will be 
Edgewater Beach 


al Claim which has al- 


Association, 


€ 





HAROLD R. GORDON 
Executive Secretary of Conference 
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ready tentatively selected that hotel as 
its meeting place. 

The matter of the summer meeting 
was brought up in connection with the 
address by Robert R. Harrold, president 
of the International Claim Association, 
who urged that the conference should 
take steps to hold its meeting in con- 
nection with that of the Claim Associ- 
ation, if the plan could be worked out, 
and pointed out the advantages to both 
organizations of such a plan. Presi- 
dent Budlong suggested that that might 
be a good time to get an expression of 


opinion from the members in regard 
to the meeting place. He said that the 
responsibility for selecting a meeting 


place usually devolved in the last issue 
on the president and chairman of the 
executive committee, and as both of 
them were now Chicago men, they hes- 
itated about: selecting Chicago for the 
meeting place again on their own re- 
sponsibility. 


C H.. BRACKETT of the Hoosier 
e Casualty and A. V. Rieke of the 
Minnesota Commercial Men’s_ both 
spoke strongly in favor of meeting in 
Chicago and selecting a date which 
would correspond closely with that of 
the Claim Association. H. G. Royer 
of the Great Northern Life suggested 





JOHN PATTERSON 
Massachusetts Bonding 


that there had been some criticism at 
Mackinac in regard to too much pleas- 
ure and not enough business at the mid- 
summer meeting and that if the meet- 
ings were held in Chicago there might 
be less to divert the attention than at 
a summer resort. M. W. Hobart of the 
Ministers’ Casualty Union was in favor 
of Chicago, but said at the same time 
that - wanted a chance to play a little 
golf during the meeting. The Chicago 
men assured him that such opportuni- 
ties could be found in that city with- 
out trouble. Mr. Rieke’s motion for 
the selection of Chicago was then car- 
ried by unanimous vote. 

There was considerable sentiment ex- 
pressed in lobby discussions in favor of 
selecting ¢ ‘hicago as a permanent meet- 
ing place, but no proposal of that kind 
was brought up at this time on the 
floor of the conference, 


NE notable feature of the meeting 

was the strong list of accessions to 
the membership of the conference, nine 
companies being admitted at this time. 
Conference members were especially 
glad to welcome back some of the old- 
timers which had been out of affiliation 
with the conference for a number of 
years, including such companies as the 
Continental Casualty, National Casu- 
alty and Employers’ Indemnity. 


An appeal for closer cooperation be- 
tween the conference and the Interna- 
tional Claim Association was made by 
President R. R. Harrold of the latter 
organization, the first move in this con- 
nection being the joint convention. 


THE Nz ATION AL 


Mandl Aeddvesscs at 


UNDERWRITER 





First Session of Conference 


HREE notable addresses were 
given at the opening day’s session 


of the mid-winter meeting of the 
Health & Accident Underwriters’ Con- 
ference in Chicago this week, all of 
which held the undivided attention of 
the largest gathering ever assembled for 
a conference session and provided much 


food for discussion afterward. They 
were the ones given by W. T. Grant, 
president of the Business Men’s Assur- 


ance, on “Are We Apt Students?”; Dr. 
Louis I. Dublin, statistician of the Met- 
ropolitan Life, on “Automobile Accident 
Statistics,” and James F. Ramey, secre- 
tary of the Fidelity Life & Accident of 
Louisville, on “Supervision Versus Con- 
trol.” 

R. GRANT'S 


address was a search- 


ing inquiry as to why the health 
and accident business had not made 
gains proportionate to those in other 


lines of insurance. He said that he had 
just completed 15 years in the accident 
and health business and therefore made 
a comparison between business 15 years 
ago and today. He showed the im- 
mense growth made by both fire insur- 
ance and life insurance during that 
period, as contrasted with the com- 
paratively small gain in disability insur- 
ance. He pointed out that there would 
be good reason for the situation re- 
versed as it is estimated that one out of 
every five accident and health policy- 
holders has a claim against the com- 
panies each year, while statistics show 
that in fire insurance there is only one 
out of 1,216. Estimating the earnings 
of people in this country who were gain- 
fully employed and comparing it with 
the amount of insurance carried to pro- 
tect these incomes, he showed further 
that only about 5 percent of the insur- 
able value of their time was covered. 


H®* then raised the question as to 
whether the failure of accident and 
health insurance to make greater gains 
was the fault of the companies or of the 
nature of the business itself. He pre- 
sented three factors which he held to be 
largely responsible for holding back the 
business, these being: (1) The issuing 
of restricted and limited policy forms; 
(2) haphazard and unsystematic sales- 
manship methods, including the lack of 
training of salesmen and the use of part 
time men: and (3) lack of appreciation 
of the public viewpoint on acne settle- 
ments. He went into considerable detail 
in regard to the effect of these factors 


on the business and some possible reme- 
dies for them, 
R. DUBLIN’S) address was a 


masterful presentation of the neces- 
sity for more uniform and concerted 
action in securing data regarding auto- 
mobile accidents, as a ground work for 
the taking of steps to reduce the terrible 
toll from this cause and the plan which 
he suggested for getting results along 
that line received a hearty endorsement 
of the conference. 

Mr. Ramey, speaking from experience 
as a supervising official, while insurance 
commissioner of Kentucky, and as a 
company official, declared that the com- 


panies welcomed supervision of the 
proper sort, but resented the levying of 
tributes. He showed graphically the 


burden which is placed on insurance by 
the taxation methods now followed in 
most of the states and declared that a 
city of insurance taxation had convinced 
him that such taxation should be suffi- 
cient only to pay the actual cost of 
supervision. In referring to the efforts 
to extend the control of state insurance 
departments over company affairs, he 
said that it was but a short step from 
state control to state ownership, and 
from state ownership to communism. In 
referring to his own experience as in- 
surance commissioner, he said he was 
not proud of having been commissioner, 


but was proud of being the only com- 
missioner that had ever resigned in 
Kentucky. 


RESIDENT BUDLONG in open- 

ing the first session Wednesday 
morning said that it is not customary 
to have any formal presidential address 
at the mid-winter session, and that he 
did not intend to depart from precedent 
in that respect. He spoke very briefly, 
expressing satisfaction with the way the 
conference is now functioning, and paid 
especially high tribute to the work of 
Harold R. Gordon, executive secretary 
of the conference. He said that the re- 
sults accomplished have fully demon- 


strated the wisdom of creating that 
position. 
Robert M. Sweitzer, county clerk of 


Cook county and one of the Democratic 
leaders in Illinois, who is also chairman 
of the board of directors of the Illinois 
Commercial Men’s Association of Chi- 
cago, made a decided hit with his ad- 
dress of welcome. Mr. Sweitzer kept 
the crowd in a good humor with a great 
fund of stories, all of which were very 
applicable. He said that he believed in 
organization, as was natural with a man 
who was more or less mixed up in 
politics. He said that the discussion and 
getting the other fellow’s viewpoint 
which resulted from such meetings as 
this, was of incalculable value to any 
business. He said that there was a need 
for more of the get-together spirit, not 
only in business but in national affairs. 
He stressed the value of team — and 
said that it would always lead to bigger 
and better business. 


HE report of the manual committee 

submitted by John Patterson of the 
Massachusetts Bonding, chairman, 
showed that five new companies had 
been added to the list of those using the 
conference manual, one of them being a 
conference member and four outside the 
conference. Altogether there are now 
75 conference companies and 138 on the 
outside which are using the manual. 

Harold R. Gordon, manager of the 
statistical bureau of the conference, told 
of the success which had attended the 
adoption of the punch card plan. He 
said that a number of the companies 
were already reporting their business 
on that plan and urged the others to get 
in their cards as soon as possible. On 
a tabulation made as an experiment 
from some of the January cards, he ex- 
pressed the belief that 35 of the occupa- 
tions on which experience is being ob- 
tained would furnish 80 percent of the 
claims. He showed that under the new 
system it would be possible to segregate 
the claim experienced as to sex, race, 
occupation, age group, state of resi- 
dence and type of policy, and also as to 
the kind of disease under health policy 
or the time or place of accident. It will 
also be possible for the bureau to send 
back a report to any company in regard 
to its own business. He said that the 
reports now being received covered 350.- 
000 exposures, or policies in force, which 
furnished a volume sufficient to insure 
reliable statistics. He announced that a 
report was now in process of compila- 
tion which would show the entire ex- 
perience for 1922 and 1923, and would 
also furnish a basis for premium reduc- 
tion for the various elimination periods 
one week, two weeks or more. 

At the close of the morning session 
the representatives of the companies just 
admitted to the conference and also anv 
company representatives who had not 
previously attended the conference 
session were asked to rise and introduce 
themselves, and were welcomed into the 
conference fold. 


HE round table session Wednes- 
day afternoon was devoted to a dis- 
cussion of claims where the diagnosis 
was made by chiropractors or other 








March 7, 1994 
ee 
drugless healers, especially 
to their classification i in the repc 

ports 
made to the statistical bureau. Dr. I . 
Neal of the Mutual Life of Illinois, : wh 
presided at this session, poi inted out who 


with regard 


where the chiropractor reported th 
trouble as being “subluxation of a 
dorsal vertebra”, and where the wh nn 
toms might apply to anyone of a a 
ber of diseases, it was difficult 
classify according to the list waline 


which reports are made to 
C. O. Pauley of the Great Norther 
Life held that lots of the diagnoses ae 
guess work anyway and that the Cally 
thing to do was to use one s best jud 
ment. Dr. Means of the American a 
surance Union raised the point thar 
treatment by such healers might often 
cost the companies money through the 
prolongation of the loss of time, but ad- 
mitted that it was difficult to reach an) 
satisfactory solution of the problem 


the bureay, 


Many New Members Were 
Taken Into Conference 


INE new members 
received into the 
Underwriters’ 


were formally 
Health & Acci- 


dent Conference at the 


W. W. DARK 
American Liability 


Chicago meeting. Two applications 
were presented at the meeting of the 
executive committee Tuesday night, 
those of the Employers’ Indemnity of 
Kansas City and the Central Casualty 
of Ohio, and were acted upon at that 
meeting. Formal approval was also 
given to five applications received prior 
to the meeting, those of the Continental 
Casualty of Chicago, National Casualty 
of Detroit, Kokomo Life & Accident of 
Kokomo, Ind., Great American Casu- 
alty of Chicago and First National Ac- 
cident of Fond du Lac, Wis. The ap- 
plication of the International Indemnity 
of Los Angeles had been acted upon 
favorably at a previous meeting of the 
executive committee, The Great North- 
ern Casualty of Chicago was admitted 
Thursday. 

One resign: ition was received at this 
meeting, that of the Great American 
Mutual Indemnity of Mansfield, O., 
which has retired from the accident and 
health field. The Standard Life of Pitts- 
burgh has also handed in its resignation 
since the last meeting of the executive 
committee. 


By reason of the fact that a medical 
convention, already in session at the 
Congress, had possession of the Floren- 
tine Room, where it had been expected 
that the session would be held, Wednes- 
day’s session had to be held in rather 
cramped quarters, which were not really 
adequate to accommodate the big at- 
tendance at this meeting. On Thursday 
the meeting was moved to ‘the larger 
room, which afforded ample accommo- 
dation. 
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HEALTH AND ACCIDENT CONFERENCE 








Waiting Periods and Group Discussed 


lively discussion at the round table 
session were the use of the elimin- 
ation period, especially for health in- 
surance, and the effect of group insur- 
ance on monthly payment business in 
industrial plants. — i : ; 
The principal discussion of the elim- 
ination period topic, was by H. 
Behrens, vice-president and _general 
manager of the Continental Casualty, 
who was attending his first session of 
the conference for a number of years 
and expressed his pleasure at being 
“hack home.” Mr. Behrens asserted 
that where there is the element of moral 
hazard, the greater the premium the 
greater the loss ratio. He cited the ex- 
perience of companies writing automo- 
hile liability and collision insurance. In 
New York within a period of four years 
the rates were raised to three times 
what they were at the beginning of that 
period, but the loss ratio at the end of 
the period was higher than at the be- 
ginning. He contended that the same 
situation existed to a large extent in re- 
gard to health insurance, as there is al- 
ways a greater selection against the 


Tis topics which excited the most 





H, A. BEHRENS 
Continental Casualty 


companies, and the class of people tak- 
ing out insurance is not the same, He 
insisted that the increasing of rates for 
health insurance is not a solution of 
the problem although the large eastern 
companies have been quite generally in- 
creasing ther rates, and that the evil 
was merely deferred. 


Suggests Us of 
Element of Coinsurance 


In referring to the use of the elimin- 
ation period, he said that agents would 
often tell a prospect that he could save 
$10 or $20 a year by buying the elim- 
ination period form, pay his own claims 
out of that saving and be ahead of the 
game in the course of a very few years. 

e said, however, that that is not the 
real argument. Sickness is a subjective 
disability, as against an objective one 
in the case of accidents and as the pub- 
lic becomes educated to the fact, the 
moral hazard enters in. 

He contended that wherever there 
was moral hazard, the insurers must in- 
troduce the element of coinsurance. The 
waiting period is not the only method 
of accomplishing that result. Theoret- 
ically it may also be accomplished by 
allowing a man coverage for only a 
part of his actual income, but he said 
that it is now almost impossible to say 
what a man’s time is really worth and 
that the most practical method of in- 
troducing the coinsurance element is 
through the waiting period. 


The real argument for it, he said, is 
that under this plan the companies will 
insure a class of risks that through self- 
selection will have a lower sickness fre- 
quency, and they can therefore furnish 
the insurance at a lower cost. Assum- 
ing 20 percent as the reduction in prem- 
ium for the use of a certain waiting per- 
iod, he said that he believed that ten 
years from now, as a settled class was 
assembled under this plan, it would be 
possible to grant such coverage at 40 
percent reduction and that lower rates 
could thus be granted than would be 
possible in any other way. He expressed 
the hope that the transition point 
had now been reached from an era of 
increase in premiums to an era of de- 
crease. “I hope that ten years from 
now,” he said, “we can issue a waiting 
period policy at half of what we now 
consider the minimum premium.” 

He referred to the fact that in the old 
days when probably the great majority 
of the conference companies were writ- 
ing monthly payment business with the 
first week eliminated, the finger of 
scorn was pointed at them because of 
that fact. Many of the eastern com- 
panies said that they would never come 
to such a plan, but now practically all 
of them have seen the light and have 
come to the original idea of this con- 
ference. He considered that the wait- 
ing period was not so necessary in ac- 
cident insurance, as there was not the 
same hazard there. 


Question Advisability of 
Return to Policyholders 


President Budlong raised the ques- 
tion as to whether disability com- 
panies would not be back in the same 
place where they now find themselves 
if the whole amount of the saving ef- 
fected under the waiting period were 
given to the policyholder in the form 
of reduced premiums. He suggested 
that if statistics showed an indicated 
saving of 37% percent on a certain 
waiting period form, the reduction 
should be made only 35 percent, leaving 


the companies at least a 2% percent 
margin. 
Mr. Behrens replied that his idea was 


that the reduction in rates should be 
40 percent in such a case, again em- 
phasizing his former point that under 
the new form there will a different class 
of risks than those on whom the 35 
percent reduction is predicated, that 
group including the moral hazard cases, 
which he believes would be largely 
eliminated under the waiting period 


plan. 
Robert L. McOuat of the Business 
Men’s Indemnity suggested that there 


has been so much talk about treating 
the policyholder fairly and granting 
him full coverage, that with the con- 
flicting views expressed it was rather a 
problem to decide what to do from that 
standpoint. 


Plan of Business 
Men’s Is Explained 


President W. T. Grant of the Busi- 
Men’s Assurance referred to the 
plan followed by his company of put- 
ting old policyholders on the elimina- 
tion period plan instead of cancelling 
out entirely where claims had been 
made for tonsilitis and similar recur- 
rent diseases. He said, however, that 
there was great difficulty in determin- 
ing the rate to be charged in such cases, 
as they did not constitute a normal 
group of risks. 

President Budlong asked Mr. Behrens 
what he thought of Mr. Grant’s plan. 
“My idea is,” replied Mr. Behrens, “that 
you can’t write that sort of chap at any 
rate. He has tasted blood and you 
can’t get him back to a vegetable diet.” 

Mr. Budlong then said he thought 
that the illustrations of the automobile 
situation given by Mr.: Behrens fitted in 


ness 


especially well, and referred to his own 
experience in buying automobile insur 
ance. He said that it was necessary 
in selling this form of contract to get 
the idea out of the mind of the policy- 
holder that he was waiving something 
that he might get. Mr. Behrens said in 
that connection that it is still more im- 
portant to get it into the agent’s mind, 
and that the assured will usually buy 
what the agent recommends. i 

Mr. Grant said that business from 
brokers was particularly risky and said 
that his company would not take it. 
E. C. Bowlby of the Fidelity Health & 
Accident gave a striking illustration of 
the broker situation by telling of a 
conversation he had had with a man 
since he had been in Chicago, who said 
that he had carried accident and health 
insurance for 15 years, always placed 
by a broker, that he had been in a dif- 
ferent company every year and had had 
a claim every year. 


Group Insurance and 
Monthly Premium Business 


The discussion of the effect of group 
insurance was led by C. O. Pauley of 
the Great Northern Life, who held up 
an advertisement of the Travelers in a 
recent issue of The National Under- 
writer, showing that it paid nearly $60,- 
000 claims in one year under group pol- 
icies, and pointing to it as indicating de- 
velopment of that field and its import- 
ance to the accident and health business 
generally. 

D. H. Nelson, assistant manager of 
the Massachusetts Bonding, who said 
that he was speaking for John Patter- 
head of that company’s accident 
and health department, who was unable 
to be present just at that time, said that 
the development of group insurance 
in industrial plants had had no appre- 
ciable effect so far on the carrying of 
individual insurance under the monthly 
payment plan in such plants. What the 
future will be is, of course, largely a 
matter of opinion. He said that there 
was a decided difference in the appeal 
under the two plans. The appeal in 
group insurance is to the employer, on 
the ground that it will weld his organ- 
ization together, produce labor turn- 
over and make his employes consider 
his plant a great place to work. The 
appeal in the monthly premium policy 
is, of course, to the individual, 


son, 


Group Indemnities 
Offer Inadequate 


Group insurance, he said, is usually 
written with only one option and quite 
often the amount furnished is not ade- 
quate protection for the worker in case 
of disability. His company, he said, 
was writing group business largely as 
an adjunct to workmen’s compensation, 
usually covering only non-occupational 
injuries and sickness and sometimes the 
initial period for occupational injuries 
which is elimnated under the work- 
men’s compensaton laws. He recalled 
the time when workmen’s compensation 
insurance first became general and the 
fears expressed then a to its effect on 
monthly premium business. He thought 
that the fears now expressed in regard 
to group insurance were largely of the 
same sort. 

His opinion was that it was more 
likely to help than to hurt. A man in- 
sured under group coverage is in many 
cases not adequately protected. The 
live agent can sell him, and do it more 
easily, because the men has some 
knowledge of accident and health insur- 
ance by reason of the fact that the 
group insurance is in force. 


Says Group Stimulates 
Individual Purchases 


E. C. Edmunds of the Fidelity Health 
& Accident said that a great deal de 
pends on the kind of group insurance 


bought The benefit usually is small 
where the employer pays the entire 
premium, but may be larger where the 
employe pays part. In his company’s 
experience it has been found that group 
insurance stimulates individual pur- 
chases. When a man receives a check 
under the group policy he realizes the 
benefits of having disability insurance, 
and his idea was that it would stimu- 
late rather than do away with buying 


by the individual employe. He said 
that his agents had found that group 


insurance developed prospects, not only 
in the factories but outside as well, as 
a result of the payments made under 
the group plan, 

W. W. Powell of the Southern Surety 
did not believe that group insurance 
would hurt monthly premium business. 
He said his company had tried writing 
group, but not altogether to its satisfac- 
tion, 


One Case Where It 
Means New Business 


Mr. McQOuat told of the case of one 
large corporation where the accident 
and health insurance was now handled 
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through a cooperative association of 
employes that now wanted to get some 
company to take it, over under the 
group plan period and said that this 
would be one case where group insur- 


ance would bring business to a com- 
pany that had not been able to get it 
before. 

C. N. Greene of the Hoosier Casu- 
alty thought that if there were any 


stimulus to business as a _ result of 
group insurance it would be rather lim- 
ited. He thought that there was the 
danger of over insurance in selling 
monthly payment policies where group 
insurance was already in force. He con- 
sidered that group insurance itself cut 
down one of the important factors in 
underwriting profit, to eliminating the 
selection of risks. 


Allowance Where No 
Claims Are Presented 


The third topic considered at the 
round table Thursday was that of 
whether it was desirable to issue policy 
dividends or some other allowance each 


year to policyholders not making 
claims. F. J. Tharinger of the Old Line 
Life was in charge of that section of 


the discussion. He said that his com- 
pany’s practice in that respect was to 
increase the benefits, allowing 20 per- 
cent additional for the first year in 
which no claim is made and 10 percent 
for each succeeding year until the in- 




















crease reaches 50 percent. He said that 
the business renews well under this 
plan, and exceptionally well after the 
50 percent mark is reached. He said 
that the plan had undoubtedly elimin- 
ated a large number of small claims and 
a considerable number of sizable ones 
as well. 

One question in connection with its 
application is the premium charge. 
When the company first adopted the 
plan it used a 20 percent loading over 
the rate for the policies without this 
provision but found that unsatisfactory 
and later raised it to 30 percent. Since 
then they have shown a fair profit. 

He said that one problem 


serious 
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arising under this plan was that of 
cancelling undesirable risks after the 
accumulation had reached the maxi- 
mum. He will say he has passed up 
claims to get the increased indemnity, 
and then is kicked out just as he gets 
to the point where he can take full ad- 
vantage of it. Mr. Tharinger said that 
to avoid criticism along this line it was 
possible that some undesirable business 
might be continued in force. 

In answer to questions he said that 
he did not think that the possibility of 
over-insurance by reason of the in- 
creasing indemnity was a various one, 
but that it was a possibility that would 
have to be considered. 


Valuable Sales Suggestions 
Offered by Advertising Man 


NOTABLE address on salesman- 
A ship, emphasizing the necessity for 
creative selling, as against the 
the mere order taker, was 
given at Thursday’s session by Homer 
J. Buckley, president of Buckley, De- 
ment & Co. and vice-chairman of the 
\dvertising Council of Chicago. While 
Mr. Buckley's illustrations were drawn 
very largely from other selling fields 
than insurance, the points that he made 
were equally applicable to insurance 
salesmen and his address supplied an 
immense amount of material which the 
executives of the companies could take 
back to their own selling forces. 
Creative selling, as he defined it, is 
the creation in the mind of the prospect 
of a desire to buy, based on the sales 
man’s showing that the purchase will 
meet his needs and help solve his prob- 
lems. He emphasized throughout that 
the presentation should always be from 
the standpoint of the buyer and not 
from that of the salesman or the com- 
pany that he represents. The four es- 
sential qualities for a creative salesman, 
as he outlined them, are: (1) Know 
yourself; (2) know your product; (3) 
know your customer; (4) close your sale 
and be on your way. 


methods o 


HE greater part of his talk was un- 

der the third heading—the approach. 
He gave several instances from his own 
experience of the methods of approach 
of successful and unsuccessful salesmen 
who had been endeavoring to sell him 
various products, probably the most 
striking being that of the four salesmen 
who were interested in supplying sprin- 
kler equipment for the new building 
which his company is erecting in Chi- 
cago. He had decided to eliminate that 
feature from the building, on account of 
the cost. The first three salesmen spent 


all of their time in describing the tech- 
nical merits of their product, while the 
fourth, who had decided on analysis ot 
the case that the expense feature must 
be the controlling one, opened his in- 
terview with the statement that he de 
sired to save Mr. Buckley some money 
He then went on to show how the re- 
duction in fire insurance rates as a result 
oft the installatino of sprinklers would 
pay for the cost in a few years, and, of 
course, got the contract. On the last 
point he said that over-selling was just 
as great a crime as under-selling, and 
that there was altogether too much ot 
it done. 


A [ the conclusion of his address, W. 
T. Grant of the Business Men’s 
Assurance asked what his opinion was, 
as a result of his contract with insur- 
ance men, of the part-timer in the in- 
surance business. Mr. Buckley replied: 
“The sooner the insurance men of the 
United States eliminate the side-line 
artists, the sooner they will reach the 
pinnacle where they have the respect of 
business men. This is a day of speciali- 
zation, even in your own business.” 

Several questions in regard to his at- 
titude toward salesmen and the ques- 
tion of “leaving literature” were also 
asked by President Rupert F. Fry of 
the Old Line Life of Milwaukee. 


HOMAS WATTERS, JR., of Des 

Moines, former deputy insurance 
commissioner of lowa and now general 
counsel for the Southern Surety, speak- 
ing on “Changes in Standard Policy 
Forms,” then gave an exhaustive review 
of the insurance laws and rulings of the 
insurance department of Iowa in regard 
to health and accident policy forms. 
Inasmuch as there is no standard pro- 
visions law in Iowa, policies based on 


that law have to be changed in several 
material respects for use in that state 
and Mr. Watters’ review of the changes 
which are required gave to health and 
accident companies operating in that 
state a compilation of information on 
that subject which they never before 
had been able to obtain in one place. 

He interspersed his legal citations 
with some very clever stories based on 
experiences with troops in 
France. 


colored 


,-% the afternoon session Robert R. 
Harrold of Chicago, chief claim 
representative of the Pacific Mutual Life 
and president of the International Claim 
(Association, spoke on “The - Necessity 
of Cooperation Between Underwriting 
and Claim Departments.” Mr. Harrold 
said that in referring to the underwrit- 


ing department he intended to 





include 
the agent as well as the home office un- 
derwriter and brought out especially the 
necessity for close relation between the 
agnet and the adjuster. He said that in 
adjusting a claim it was always his prac- 
tice to have the agent present so that a 
full understanding of the matters in- 
volved could be had on both sides. He 
advised that the companies should take 
both agents and adjusters more into 
their confidence and give them a better 
understanding of the underwriting prin- 
ciples on which the business is con- 
ducted. An agent can tie up his com- 
pany in a most unfavorable way by lack 
of understanding or neglect of these 
principles, and an adjuster can have a 
much better foundation for his work if 
he understands something about under- 
writing. He said that the next conven- 
tion of the International Claim Associa- 
tion would have at least two addresses 
on underwriting topics on its program 
and that such addresses would probabl: 
be made a regular feature hereafter. 

At the conclusion of Mr. Harrold’s 
address, President Budlong called on 
Sam C. Carroll, formerly with the Kan- 
sas insurance department, now with the 
claim department of the Mutual Benefit 
Health & Accident of Omaha, who en- 
dorsed Mr. Harrold’s remarks but said 
he had no speech to make himself. 





L R. WEDDELL, associate editor of 
e “Insurance Field,” speaking on 
“Observations of a Newspaper Man,” 
reviewed his 25 years in insurance jour- 
nalism in Chicago and said that of all 
the insurance organizations with which 
he had come in contact there was none 
for which he had a more cordial feeling 
than the Health & Accident Underwrit- 
ers Conference. He also got in a few 
“digs” at several prominent conference 
members in reciting some alleged 
“news” stories which he said had been 
“suppressed” by the insurance press. 
George E. Turner of Chicago, general 
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counsel of the Casualty Informatio, 
Clearing House, was cailed upon, bur 
like Mr. Carroll, declined to make’? 
speech. a 


Executive Committee 
Submits Its R eport 


HE report of the executive commit. 
tee, submitted at Wednesday’s ses 
sion by Chairman C, O. Paul : 
briefly to developments in 





» Teterred 


nier 
nterer 











affairs since the last meeting. In ¢] 
connection the report said 

“During the past six months the ¢ 
ference has been the subject of consid. 
erable discussion and some criticism 
Your committee has welcomed ever, 
constructive criticism and has been gla, 
to consider any and ever suggestion 
for the improvement 1e conterence 

' 


or the broadening of the service + 
dered, but we have ignored critic 
which was purely destructive in its pur 
pose. We have felt that it was best mel 
to enter into any controversy in : 
insurance press or otherwise, 





but rather 
to emphasize the constructive work 9 
the conference, and while it is some- 
times difficult to maintain silence in the 
face of unjust and unwarranted criti- 


cism, we believe that the course of your 


committee is fully justified by the re- 
sults and by the growth of the confer- 
ence in members and in the importance 
of its position in the accident and health 
field.” 


N reporting on the executive commit- 

tee meeting held Tuesday night, jus; 
before the opening of the conference, 
which all conference members were in- 
vited to attend, it was suggested that 
this practice was one which could be of 
great profit to both the conference and 
the individual companies, as it gives an 
epportunity for free and open discussion 
and interchange of views which is im- 
possible on the floor of the convention. 

Reference was made to the notable 
accessions to membership in the con- 
ference, and it was stated that the pre- 
mium income of the companies elected 
to membership in the conference will 
exceed that of the companies which have 
resigned by several million dollars per 
year. 

High tribute was paid to the work of 
Executive Secretary Harold R. Gordon, 
as amply justifying the creation of the 
position. 

In connection with the resignation of 
C. H. Boyer from the executive com- 
mittees of both the conference and the 
Insurance Economics Society, announce- 


ment was made of the election of W. 


W. Dark, now with the American Lia- 
bility of Cincinnati, as his successor on 
the conference executive committee, and 
H. H. Shomo of the American Casualty 
to the Economics Society post. 


CHICAGO EXECUTIVES ARE HOSTS AT MID-WINTER MEETING 








GEORGE R. KENDALL 
Washington Life & Accident 


H. A. LUTHER 
North American Accident 











H. G. ROYER 
Great Northern Life 


W. E. BRIMSTIN 
Federal Life 
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Lessons in Experiences of the Past 


By W. T. GRANT 


spective mood recently, due perhaps 

to the fact that I am just now cele- 
brating my 15th year in fne business of 
accident and. health underwriting. I 
have been thinking a great deal about 
the conditions existing in the accident 
and health field 15 years ago. It was a 
surprise to me then to find that al- 
though our particular kind of insurance 
ig based upon the most fundamental ot 
all human needs—the needs of a perm- 
anent income—yet it was then, and is 
yet, in a comparatively undeveloped 
stage. It has seemed to me that logi- 
cally accident and health insurance 
should have grown up in advance of life 
insurance or fire insurance. Fire insur- 
ance indemnifies us against loss of prop- 
erty—property can only be accumulated 
as a result of our ability to profitably 
employ our time. Time, therefore, is 
the very foundation upon which the 
accumulation of property rests. And 
yet 15 years ago accident insurance was 
not catried, except by a comparatively 
small percentage of those residing in the 
larger cities, while health insurance was 
almost an unknown and unused service 


[See been in a particularly retro- 
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among any except a small percentage of 
wage earners. 


Comparative Development of 
Fire, Life, Disability Ns 


In considering the situation of 15 
years ago, the thought came to me as 
to just how big or little our business 
was then, or is now, as compared with 
the other two important lines of insur- 
ance—life and fire. In 1909 accident and 
health premiums collected by all acci- 
dent stock and mutual companies was 
$26,455,233. Thirteen years later, or in 
1922, the latest figures available, the 
premiums were $67,801,433 an increase 
ot 160 percent. Do these figures sound 
large to you? Well, they will not when 
I tell you that while we were collecting 
$25,000,000 in accident and health prem- 
lums in 1909, fire companies were col- 
lecting $333,006,000 and life companies 
nearly $500,000,000. While we were col- 
lecting $67,000,000 in 1922, the business 
of fire insurance had grown to where 
fire companies collected over $880,000,- 
000 in that year, while life premiums 
reached the stupendous sum of over 
$1,500,000,000. 


Other Classes Have Far 
Outstripped Disability 


In other words, although the average 
man lives to a comparatively ripe old 
age, suffering many periods of disability 
along the way, and dependent all the 
while upon his ability to employ his 
time, we have so neglected our oppor- 


tunity of providing real worth-while 
income service, that for every $100 paid 
in premiums on insurance to protect 
the value of time, there is $2,200 paid in 
premium on life insurance—insurance 
which in thousands of instances is paid 
at the death of the insured, long after 
the time when the actual money value 
of his life has terminated by reason of 
old age and infirmity, and so when there 
is no real financial loss occasioned by his 
death. And while both government and 
company statistics show more than 11,- 
000,060 people injured each year, and 
more than 23,000,000 disabled by sick- 
ness each year, or a percentage of more 
than one out of every five individuals 
disabled by either illness or injury, as 
compared with only one building out of 
over 1216 damaged or destroyed by fire; 
yet while we were collecting $67,000,000 
in premiums, fire companies had so out- 
stripped us in the education of the public 
toward the value of their service that 
they collected nearly $900,060,000 dur- 
ing the same period, or nearly $15 for 
every one paid to us. 


Estimates Clearly Show 
What Are Possibilities 


Out of our total population of approxi- 
mately 120,000,000 it is certainly safe to 
assume that there are at least 25,000,000 
adult men and women dependent for 


believe that it is because our particular 
service is less necessary for the preven- 
tion of distress and the providing ot 
ordinary comforts than any other kind 
of insurance in existance. So, I have 
been asking myself the reason for our 
comparative lack of progress. 

Three Factors Which 

Have Retarded Business 


Unquestionably there are a good many 
reasons why we find ourselves just 
where we are. Some of them are not 
important enough to justify a place in 
this discussion. The more I have under- 
taken to study this question, the more 
convinced 1] have become that there 
are three outstanding factors that have 
governed our success, or lack of success 
in the past, and that will inevitably 
determine what progress we will be able 
to record in the future. They are: 

1. Restricted and limited policy con- 
tracts. 


2. Haphazard, unsystematic sales 
methods. 

3. Lack of appreciation of public 
viewpoint in claim settlements. 
Great Danger in Restricted 

and Limited Policies 

You will understand, of course, that 


what I may say to you on this subject 
represents my personal opinion only. 
Whether I personally have or have not 


W. T. Grant is president of the Business Men’s Assurance of Kansas 


City, Mo., and one of the veterans in 


the Health & Accident Underwriters 


Conference. In his address on “Are We Apt Students?” he compared the 
comparatively slight advance made by accident and health insurance in 
the past 15 years, as against the immense strides made by fire and life 
insurance, and offered some suggestions as to the factors which may be 


holding back that class of business. 


their living upon earnings resulting from 
the profitable employment of their time. 
I believe that the combined total of their 
earnings would show an average of at 
least $1,006 per year. If so, their aggre- 


gate earnings would not be less than 
$25,000,000 per year. 
Estimate Shows Great 

Deficiency in Amount Carried 

If an individual is entitled to and 


should have his time insured up to 80 
percent of its value; then there should 
be aggregate insurance of $20,060,000,000 
per year, covering our entire working 
population. This would mean an aver- 
age of $800 per year per individual, or 
a little more than $65 a month. Taking 
them as they come under the various 
hazards of occupation and including the 
usual principal sum indemnities that go 
with disability insurance, I believe it fair 
to say that the average cost per indi- 
vidual for this amount of protection 
would not be less than $50 per year 
If this theory is correct, before we can 
really congratulate ourselves on having 
achieved a full measure of success, it 
will be necessary for us to show that 
we are collecting approximately $1,250,- 
000,000 in premiums on disability insur- 
ance instead of $67,000,000 reported in 
the year 1922. Five percent of $1,250,- 
000,000 is $67,500,000. So we are in fact 
covering only about five percent of the 
aggregate earnings of that part of our 
population actually engaged in profit- 
ably employing their time. Certainly 
there is nothing in this fact to discour- 
age those of us looking toward the 
future. 


its 


Three Principal Factors 
Have Caused This 


Now, if we haven’t kept up with the 
progress made by our associates in these 
other branches, what has been the 
reason? I, for one, am unwilling to 


been an “apt student” of this business, 
and whether my convictions and con- 
clusions are correct or incorrect is a 


question for you to determine according 
to your own individual opinions. When 
a man buys life insurance, he expects his 
policy to provide a certain amount of 
insurance for his beneficiary when his 
death occurs. When a man insures his 
house under a fire insurance policy, he 
expects to be paid the face amount of 
the insurance in case the house is totally 
destroyed by fire, or a proportionate 
amount in case it is damaged. He 
doesn’t understand that if he dies as 
result of one disease instead of another 
his life policy will provide no benefits 
to his beneficiary: that if his house 
burns down at a certain time of the day 
or month that it will not provide him 
with the indemnity which he undertook 
to assure himself by securing the policy. 


Is Cause of Much 
Dissatisfaction, Misunderstanding 


When this same man buys accident 
insurance, he assumes that in event of 
injury or death by accident he or his 
beneficiary will be entitled to the in- 
demnity promised, or if he buys health 


insurance the reasoning of his simple 
and untrained mind causes him to as 
sume that in event of loss of time by 


sickness he will be compensated to the 
extent of the indemnity provided in the 


policy. Whether you agree with all my 
theories or not, I don’t believe there is 
a man who will take issue with me in 
this statement. If this be true, then 


whenever we issue health and accident 
protection that doesn’t cover all legit- 
imate accidents or illnesses, we are 
simply inviting dissappointment and 
misunderstanding in advance, with full 
knowledge that its effect will not be 
limited to our individual company but 
will result in increased antagonism to- 


ward the business as a whole. Why 


then do we still find companies insisting 
upon the issuance of accident and health 
policies so restricted and so limited that 
there is but a small probability of the 
kind of disability occurring that will 
entitle the holder of such policy to in- 
demnity When there is the absolute 
certainty that in the great majority of 
cases of disability that arise, it is going 
to become necessary to inform that par 
ticular individual that the policy carried 
doesn’t cover the case, what except dis- 
appointment and ill will can result under 


those circumstances? 


Why Not Limited Life 
and Fire Policies? 


Companies issuing these highly re- 
stricted policies justify themselves on 
the theory that a great many people are 
thereby provided with a certain amount 
of accident and health protection who 
would not be financially able to secure 
full-coverage insurance. Some of the 
companies that are members of this 
conference continue to furnish accident 
policies to be 


given away with news 
paper subscriptions. Policies that for 
every case of disability experienced 
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probably exclude 99 and cover one—99 
disappointed claimants for every 
satisfied. Do you believe we can 
good will toward our business under 
such conditions? Are we more enter- 
prising and alert in providing the public 
with what it wants and needs than our 


one 


build 


brother fire and life companies? The 
figures which I have just mentioned 
would not so indicate. 


Equal Reason ior Such 

Fantastic Policy Forms 

If it is really of such benefit to enable 
the public to secure accident and health 
insurance on this plan, why do not 
some of our enterprising life companies, 
acting upon the’same theory announce a 
new life policy at a rate so low that any- 
one can afford. This policy, however, 
covering only in event the insured dies 
from yellow fever leprosy or in-grown 
toe nails. Such a policy could be issued 
at a low that unquestionably 
thousands of well-meaning persons who 
really need life insurance could afford to 
purchase such contracts. Or, why do 
not some of our progressive fire com- 
panies, with the same worthy motive in 
view, follow the example some have set 
for them and provide a fire insurance 
policy at a new and surprisingly low 
rate, providing however, that it covers 
only in case the fire occurs on Sunday, 
or on the 29th day of February, or has 
been caused by lightning and occurs in 


rate so 


the month of January. In my humble 
opinion there is as much justification 
for the issuance of such life or fire con- 


























6 te ES ATION VAL 
Year Contracts in Force Income Admitted Assets 
1909 1,571 $9,248.00 $5,683.00 

1910 7,975 $54,142.00 $18,744.00 
1911 14,449 $133,515.00 $26,210.00 
1912 18,030 $181,062.00 $36,208.00 
1914 31,487 $317,348.00 $86,189.00 - 
1916 55,490 $588,732.92 $227,969.00 

» 1917 68,453 $758,923.85 $365,736.81 








1918 
1919 
1920 


1921 
1922 
1923 


74,296 
97,147 


122,746 
150,082 
165,788 
174,977 


$848,561.80 
$1,273,980.95 


$1,952,739.92 
$2,374,671.38 
$2,891,874.11 
$3,337,492.14 


$485,286.44 
$654,673.66 


$1,115,893.81 
$1,499,846.33 
$1,722,207.46 
$2,119,695.57 





BALANCE SHEET DECEMBER, 31, 1923 


ASSETS 
SE nh he ee $1,201,757.04 
I a et 0 5 eae a a's aed re WE ad av ead ews 16,000.00 
Ee aR LEED A ARC Oe eee aT a Nh, ge ed eee eee 515,788.94 
NE Nr ae ied alas tenn gc @ wr doar ge a SU ays oh aww ew hae 276,962.67 


Cash and Exchange 5,451.83 
7,016.41 


8,302.68 


Notes on Life 
Accrued Interest on Investments 


Policy Loans and Premium 


Premiums in course of Collection.. 313.76 


eee eee ee ee ee ee tay 





IN CERIN OUNOED acd nGGvrnccevedseeseserisancivotes 44,589.80 
I I ad in vine Gu Alva aay We eled weenie Sromlee $2,183,183.13 
Less Assets Not-Admitted by Insurance Departments........... 60,487.08 


ee NE I SO lini oe cee Sekine dias deans Meee $2,119,695.57 
LIABILITIES 
I egal Reserve on Policies. . $COCCHOSOT SHES Se REEO SC Ce HOSE C ECO SS® $ 776,574.79 
SIRE © a a Di a a ity ahminke a iimuoinre hired kala 661,520.28 
NI INI TORS ar Ads gua lie od ari Malate aaiasane hind 75,000.00 
Cee Ge TRIN, 8. vo G dukes weaw else bee wainaeus ieee 3,274.44 
ee a ne er ee ae 75,212.51 
ES. er 250,000.00 
Unassigned Funds .............. 318,113.55 
TORRE SOPHIE BO. POMCIMOMICIG vivid icc ccicccdangvewssececsiscaes $ 568,113.55 
TE EO, Gretta, ona carn gk awa uaa vasmeneas 2,119,695.57 


Complete Protective Income Service 
Life—Death—Old-Age 
Disability 


Business Men’s Assurance 
Company of America 


W. T. GRANT, President KANSAS CITY, MISSOURI 
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tracts as there is for the highly re- 
stricted and limited accident policies still 
being issued by some of our companies 
and covering only while the insured 
travels on a passenger train or on a 
vessel engaged in the regular transpor- 
tation of passengers, or while on or in 
a burning building. 

I wonder if some of you will not be 
as interested as I have been in specu- 
lating on the question of whether the 
fact that life and fire insurance com- 


panies have long since abandoned the 
practice to which I am objecting has 
been a aor factor in enabling them 


to build a business compared with which 
our own is almost insignificant. 


The Desirability of 
Special Automobile Policy 
Recently a new form of limited acci- 
dent insurance has been initiated and 
has seemed to have made rapid growth. 
[ refer to the so-called special automo- 
bile accident policies. Unquestionably 
the tremendous and_ ever-increasing 
number of automobile accidents has 
caused the public to be in an especially 
receptive attitude toward a contract cov- 
ering this particular kind of accidents. I 
do not believe there is the same degrees 
of danger that the insured will not 
that the coverage is not 


understand 
complete as in the ordinary restricted 


form. The very fact that it is called 
an automobile policy tends to impress 
upon the mind of the buyer the fact 


that it is designed to cover only automo- 

bile accidents. The great danger that I 
see in the issuance of these policies is 
that they tend to stop the buyer from 
the purchase of complete coverage acci- 
dent and health insurance. I believe the 
holder of the automobile policy will in 
many, many cases offer as an excuse for 
not buying complete insurance the fact 
that he already has an accident policy, 
and that he not only deprives himseli 
thereby from benefits which he sorely 
needs, but the company is likewise de- 
prived of the full premium that it would 
have otherwise received on a full cover- 
age contract. 


First Week and Life 
Indemnity Coverage 


Because the conditions in health in- 
surance have been unsatisfactory and 
disappointing during the past few years, 


it is imperative that we iS consistent 
attention and study to the special prob- 
lems encountered in this particular line. 
Until a few yez rs ago, it was not possible 
to provide one’s self with a guaranteed 
income during the full period of disa- 
bility, but only for a limited period 
under health policies. While I can not 
speak with authority on this question, 
I suspect that it was the action of life 
companies in incorporating the perma- 
nent disability feature in life insurance 
that was responsible for the life indem- 
nity feature under health policies. Many 
of our disability companies have stead- 
fastly refrained from issuing this form 
of ceeuiuaian. Others have issued it 
for a time and discontinued it, some 
with the public announcement that no 
company could continue its issuance and 
avoid disaster. Other companies not 
only adopted the new idea, but still 
appear to believe it both desirable and 
practical. The company with which I 
am associated is in the latter group, and 
I am one of those who still believe the 
practice safe, surrounded with certain 
safeguards which it is possible to pro- 
vide. 


The Character of 
Our Sales Organization 


And suppose we were all to agree as 
to the most desirable form of policies to 
issue. We would still find ourselves lag- 
ging in the rear, making slow headway, 
unless we were keeping abreast of the 
times in the methods employed in devel- 
oping our selling organization, that body 
of men that comes in direct contact with 
the buyer, and determines to no small 
degree the question of the buyer's atti- 
tude toward us in our business. Un- 
questionably we have made much pro- 
gress in this direction, but there is still 
much to be done. For 10 years or more 
my company in accordance with my the- 
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ories, has not only adhered rigidly to our 


present practice of employing 3 no part- 
time solicitors, but I have at every 
opportunity urged my friends jn the 
business to adopt the same practice. 
Ten years ago there were but few com. 
panies ready to take this step. Yoy are 


all readers of the insurance press and so 
[ need not remind you of the eyer. 
increasing number of companies that are 
placing themselves on our side of this 
question. Some three or four years ago 





in addressing this conference at Des 
Moines, I advocated this | same theor 
It was quite apparent to then thag 
my advice, while received politely, wag 


given no serious consid¢ ration 


Company After Company 

Takes Up the Practice 
that time 
pany has publicly 
tion of no longer 
those who are engaging 
as a life-time business o1 
ready to devote their full 
energy to it, believing it to be 
of such size and dignity 
as to justify their full time and talents, 
No wonder that in the old times insyr- 
ance agents were regarded as a nuisance 
and received with scant courtesy. Con- 
sidering the type of men permitted to 
enter the business, they were frequently 
given even more consideration than they 
deserved. It was quite a common prac- 
tice to approve any agency application if 
the applicant could furnish fair refer- 
ences as to his common honesty. The 
question of ability or general qualifica- 
tions was not considered as important. 
Evidently companies operated on the 
theory that since the agent was compen- 
sated purely upon a commission ry 
if he did no business, he entailed 1 
expense. 


The Part-Timer Only 
Scratches Disability Field 


And then there is another and serious 
result of the part-timer in this business. 
This business does not occupy his main 
interest, it is only a side issue with him. 
Obviously he is not inspired with en- 
thusasm and the determination of pro- 
viding protection to .every deserving 
prospect within his reach. As a result 
he secures applications only from those 
who require little persuasion. And in 
the aggregate, what class of risks do we 
get under such circumstances? I think 
you will agree that if we provided acci- 
dent and health insurance only to those 
who came voluntarily to us and asked 
for it, the percentage of those preparing 
for future operations or with concealed 
physical impairme nts of one sort or 
pide ts would be very high indeed. 


Selection Would Always 
Be Against the Company 


Since company) 
announced 


employin 





a business 
and opportunity 


To use a technical term, the selection 
would all be against the company. The 
next thing to voluntarily seeking the 
company is to make application through 
a man who doesn’t know enough about 
his business to convince those who have 
no special reason to anticipate a period 
of disability to protect themselves 
against the uncertainty of the future, 
but who is equipped with blank applica- 
tions, and able to secure insurance for 
the man who has recently been told by 
his family doctor that the uncomfort- 
able, abnormal feeling complained of 
might mean a stomach ulcer, or a bad 
appendix, or any one of various similar 
conditions, not yet serious enough to 
have caused actual disability. It is a 
simple matter to secure that prospects 
application. I wonder if you realize the 
high proportion of risks of this char- 
acter that you accept on applications 
submitted by part-timers. 


Sees End of Old Plan 
of Commission Payment 


The old custom of paying the same, 
or practically the same, renewé al com- 
mission each year under accident and 
health policies must, in my opinion, be 
discontinued. Accident and _ health in- 
surance is rapidly coming to be looked 
up more as a form of life insurance. 

Life, accident and health insurance 15 

(CONTINUED ON PAGE 16) 
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A RELIABLE ASSISTANT 


HEALTH AND ACCIDENT CONFERENCE 





ELECTRIC ACCOUNTING MACHINE 
This is but one of the various models furnished to meet 
the individual demands of different industries. 

















ELECTRIC TABULATING 


and ACCOUNTING MACHINES ~ 





O COMPILE statistics regarding Insurance Writ- 

ten, Cancellations, Reinsurance, Claims, Premiums, 
Loans, Losses, Reserves and Valuations, as well as 
the many other reports so necessary for the proper 
control and direction of an insurance organization, a 
vast quantity of data must first be prepared, classi- 
fied and aggregated. 

Electric Tabulating and Accounting Machines 
are used by many insurance companies throughout 
the country for this purpose. In minimum time, eco- 
nomically, and with certified accuracy these machines 
prepare all reports that are vital to the proper com- 
parison of present business with past experience. 

Original written information is transcribed on 
Tabulating Cards through the medium of punched 


holes, a method which permits of rapid recording and 
positive verification. 

Electric Tabulating and Accounting Machines 
bring phenomenal speed to the statistical department. 
Information is sorted into predetermined groups at 
the rate of 250 cards per minute, and totals for from 
two to five groups of data are secured at the rate of 
150 amounts a minute for each group, a maximum of 
750 additions being obtainable every minute. 

Many valuable reports are secured through the 
aid of these machines which it would be impracticable 
to obtain manually on account of the exorbitant cost. 

On request we shall be glad to furnish you with 
information regarding the adaptability of these ma- 
chines to your needs. 
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THE TABULATING MACHINE COMPANY 


Subsidiary of INTERNATIONAL BUSINESS MACHINES CORPORATION 


Formerly Computing-Tabulating-Recording Co. 


50 Broad Street, New York 


OFFICES IN ALL PRINCIPAL CITIES 


OF THE UNITED STATES AND CANADA 


MEMBERS OF THE NATIONAL ASSOCIATION OF OFFICE APPLIANCE MANUFACTURERS 























N selecting my subject and entitling 
it “The Necessity of Cooperation Be- 

tween Underwriting and Claim De- 
partment”, I wish it understood that 
within the category of underwriting I 
embrace not only the home office under- 
writer, who passes upon a risk as it is 
presented to him in the application, but 
to include that important factor—the 
agent who solicited the risk. He is the 
man who has viewed the subject in per- 
son—he is the one who has had the op- 
portunity to observe the characteristic 
mannerisms and apparent defects, which 
are all important knowledge that the 
underwriter to properly pass the risk 
must know. Upon him rests the re- 
sponsibility of knowing and seeing that 
the application contains everything that 
is necessary for the underwriter to know 
and to a great extent upon his integrity 
and honesty does the underwriter rely 
in forming his judgment. 


Must Have Company’s 

Interest at Heart 

The successful, producing underwriter 
is the agent who has the foresight to 
visualize farther than the anticipated 
pleasure of temporary pecuniary bene- 
fits. He must, and does have the inter- 
est of the company he represents at 
heart. He must visualize himself as a 
member of the association, a participant 
in their profits, and see clearly the fall- 
acy of being other than on the square 
with them. And last, but not least, he 
must properly treasure the confidence 
and faith the prospect, whose applica- 
tion he has taken, has in him, and which 
has been expressed by the fact of his 
placing his business with him. 

The agent who gives his prospects 
full information of the “don’ts” as he is 


Underwriting 


THE NATIONAL 
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By ROBERT R. HARROLD 


Robert R. Harrold of Chicago is chief claim representative of the Pacific 
Mutual Life and president of the International Claim Association. His work || 
has brought him into rather close touch with the underwriting department as | 


| well as the claim department and his 


address before the Health & Accident 


|| Conference was a plea for closer cooperation between these departments, point- | 
ing out the advantage that would accrue to both departments of the business. | 


inclined to give of the “do’s”, in ex- 
plaining the coverage of his policy, is 
not only the true friend the prospect be- 
jieves him to be, but he has served his 
company and lightened the burden of 
the claim adjuster. 


Wants Agent Present 
in Making Adjustment 


I have heard it expressed by a great 
many claim adjusters that they never 
want an agent present when they make 
an adjustment of a claim—that they 
would prefer to talk to the man them- 
selves. This policy has never appealed 
to me, neither has it ever been exercised, 
but to the contrary I have taken the 
position that the agent having written 
the risk was the proper person to be 
present to see that the insured receives 
what was justly due him. At the same 
time if the insured should raise any 
question as to the representations made 
by the agent at the time the policy was 
applied for, the agent is there to defend 
himself and to set the policyholder right 
on those questions. 

In my experience in handling claims 
I have in every instance where the op- 
portunity presented had the agent pres- 
ent at the conference with the insured 
and am pleased to state that I have had 


very few occasions where the agents 
using the parlance of the day—‘have 
double-crossed me”. I have impressed 
them with this fact—that the reason 
that I ask that they be present is be- 
cause I have confidence in their under- 
writing, confidence in their integrity to 
their company as well as to the insured, 
and have no fear that they will do other 
than the right thing. 

I have further impressed them with 
the fact that they dare not fool me, for 
as the story is told of the Indian— 
when the white man fools the Indian 
the first time, it’s the white man’s 
fault, but when he fools the Indian the 
second time, it’s the Indian’s fault. 


Shows Agent Need for 
Giving Full Information 


Another good effect that is produced 
by the cooperation of the claim man 
with the agent in the adjustment of the 
claim is to give to the agent a clear 
understanding of the policy coverage 
and impress him with the importance 
of giving full and complete informa- 
tion to his applicant as to what the 
coverage of his policy is, and thus 
avoiding controversy, which is so det- 
rimental to the agent in the solicita- 
tion of new business. 
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and Claim Cooperation 


A very amusing incident occurred 
here a short time ago in the matter of 
a canvass being made by a Swedish 
agent of our company who was thor. 
oughly sold on the merits of his con. 
tract and was portraying to his pros. 
pect what wonderful coverage it af. 
forded. After completing his canvass 
the prospect inquired: “Now you have 
told me what the policy covers—te]] me 
what it does not cover.” The agent 
then told him of the exceptions to the 
policy and finally said: “There js 
something else that it won’t cover and 
that is YOU if you have not got one 
of them when you get hurt.” 


Case Where Insured’s 
Parents Were “Murdered” 


As an illustration how easily a risk 
can be fostered on the company that 
under no consideration the underwriter 
with full knowledge of facts would pass 
is a case that came under my observa. 
tion some years ago. In the applica- 
tion, which was for a life insurance pol- 
icy, the question was asked as to the 
death of the parents. The answer was 
that they were both murdered. The 
underwriter took that to be that they 
were killed by robbers and did not con- 
sider it of any consequence in passing 
the risk of this insured. I had occa. 
sion during the first year of this pol- 
icy to be presented with a claim under 
an accident and health policy that was 
written in connection with it, and in 
the course of discussing the matter with 
the insured he proceeded to tell me that 
his father had killed his mother and his 
father had been hung by the state au- 
thorities for murder. I called his at- 
tention to the application in which he 
stated that his father and mother were 






































Bonds and Stocks Owned 
Real Estate Loans, First Mortgages 
Cash in Banks and Offices............. 


ASSETS 
Rene ea aiaed $ 5,554,772.53 


3,423,017.69 
757,588.95 





ee 763,691.92 
Loans on Bonds and Stocks............ 26,000.00 
Net Unpaid and Deferred Premiums... . 193,513.28 
I gs ba hia nis Sahara aoe ious 10,201.76 
Interest Accrued and Unpaid........... 103,631.56 

I a eT Te .. .$10,832,417.69 


National Life & Accident Insurance Company 


TWENTY-FOURTH ANNUAL FINANCIAL STATEMENT YEAR ENDING DECEMBER 31, 1923 


CASH CAPITAL, $600,000.00 


LIABILITIES 
Legal Reserve, Life Insurance Policies... .$ 3,910,532.62 


Legal Reserve, Disability Policies........ 175,174.84 
ee 2,500,000.00 
Reserve for Epidemics................... 1,000,000.00 


Gross Premiums Paid in Advance......... 


Taxes Accrued, But Not Due 


Total Liabilities ......... 
Capital and Surplus.......... 


TOTAL CLAIMS PAID 24 YEARS ENDING DECEMBER 31, 1923 
ONA TOTAL LIFE INSURANCE IN FORCE DECEMBER 31, 1923 


L\S TOTAL LIFE INSURANCE IN FORCE DECEMBER 31, 1923.................. 134,301,401.00 Waledal. 
AN . ‘6 ‘ U 
Tae The company was organized twenty-four years ago by its present officers, who are today actively . 5 
SURANC at the head of its organization. Its officers have always looked upon The National Life and Acci- NSURANC 
eer dent Insurance Company as a social institution engaged in a high service to mankind. It has grown mre 
— from a small organiaztion operating in Tennessee during the past years to an organization of two 1 


thousand five hundred home office and field employes operating in twenty-one states. 


National Life & Accident Insurance Company, (NcorporaTeD) 
HOME OFFICE, National Bldg., NASHVILLE, TENNESSEE 
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Policy Claims in Process of Payment and 
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= 
poth murdered. He reiterated that they 
were murdered—that his father mur- 
dered his mother, and his father being 
crazy at the time he did it, was mur- 
dered by the state, as he should not 
have been hung, but should have been 
incarcerated in an insane asylum, and 
following his conversation he detailed 
to me the fact that insanity had run 
through their entire family and the ep- 
jsode of the murder of his mother and 
the hanging of his father was a fact 
well known through the entire com- 
munity where he lived, and well known 
to the agent who wrote the risk. This 
insured committed suicide a month 
later after having gone violently insane. 


Restrictions on Limited 
Forms of Insurance 


Considerable agitation has recently 
occurred in some of the states regard- 
ing the acts of the insurance depart- 
ment in placing a restriction upon the 
sale of what is known as the limited 
form of insurance—accident and health 
insurance—and this form of accident 
and health insurance has been in more 
or less disrepute in the insurance de- 
partments, not so much because of the 
fact that it was inadequate coverage 
for the amount of premiums paid, but 
principally due to the fact that at the 
time the policy was sold a full and com- 
plete story as to its coverage was not 
told by the agent. This form of insur- 











ROBERT R. HARROLD 
Pacific Mutual Life 


ance is an insurance that is sold prin- 
cipally to the more illiterate working- 
man, and the agent in his zeal to make 
a sale has led the prospect to believe 
that the coverage was far in excess of 
what it really was. The consequence 
is when a claim arises that does not 
come within coverage of the policy, the 
charge of fraud is immediately heralded 
by the insured and claims of misrepre- 
sentation on the part of the agent and 
a more or less bad reflection upon the 
company. 

It occurs to me that the wise agent 
could well afford to explain more thor- 
oughly the coverage of such a policy 
to a man who is not possessed of much 
ot an education and a greater necessity 
lor more accurate and complete expla- 
nation is necessary than would be 
where the person is educated and cap- 
able of understanding the policy by 
reading it himself, 

Has Agents Advance 

Policyholder’s Argument 


_ Referring to the proposition of ad- 
justing your claims with the agent pres- 
ent, my attitude has been to inform the 
agent that it is his duty in this contro- 
versy to take the argument of his pol- 
icvholder, if such argument is a rea- 
sonable argument, and it is my duty to 
Present the policy contract from the 
company’s viewpoint, and if I am not 
successiul in convincing the agent of 
the company’s viewpoint, our conten- 
tion on the subject, then I most assur- 





edly ought not be successful in driving 
my point home to the insured and an 
adjustment or settlement of claim has 
not been made unless the insured has 
been thoroughly apprised of the fact 
that the company’s position is correct 
and that what is offered to him in set- 
tlement of his claim is what is justly 
due. 

Some underwriters have the idea that 
the claim department is the barber shop 
of the insurance company; that it is the 
purpose and intent of the claim depart- 
ment to shave the claim and get out 
from under it for the least possible pay- 
ment. In this a very erroneous impres-~ 
sion prevails, for the adjuster, if he is 
an adjuster in the spirit that the com- 
pany wishes him to be, achieves no 
glory to himself in feeling or in credit 
from his company in depriving the 
claimant of anything that he is justly 
entitled to. He is merely the service 
department, delivering the goods as 
guaranteed by the agent who sold the 
risk, and no sale is complete without 
delivery. 

Close Relationship 

Between Departments 


Let us analyze for a moment the close 
relationship of the subject matter that 
comprises the functions and duties of 
the underwriter and the claim adjuster, 
and how necessary it is for them both 
to work in harmony and in close touch 
with each other. 

The underwriter is possessed with 
the intricate knowledge of experience 
and occupational hazards, all hazards 
and health statistics which have been 
compiled from experience of years. It 
is upon those experiences that premium 
rates are based, which is purely the law 
of average. And when a risk has once 
passed the underwriter and he has ex- 
ercised his judgment that the company 
can carry it, and until a claim arises un- 
der that risk, a great many underwrit- 
ers resent any suggestion or implica- 
tion from the claim adjuster as to the 
soundness of the risk, as they feel their 
functions are being usurped. The con- 
sequences are that the adjuster attends 
to his own duties, keeps his own coun- 
sel, and the company in the end bears 
the burden. 

I am pleased to say that my company 
has long known the value of the coop- 
eration between the claim adjuster and 
the underwriter and open invitation is 
extended to the claim adjuster to give 
hearty cooperation and suggestion to 
the underwriter upon any risk that may 
come under his observation, irrespec- 
tive of whether a claim has arisen, and 
under the cancellable form of insurance 
many cpportunities to retire without 
loss have occurred. 


Adjuster Needs to Know 
Classification of Risks 


The claim adjuster to intelligently 
portray the company’s viewpoint in the 
matter of an adjustment of a claim 
must be familiar with the statistics and 
the method by which the underwriting 
department determines the classification 
of risks. Particularly is that true in the 
matter of change of occupation. How 
difficult it is for an adjuster to convince 
a farmer that he is a greater hazard 
than a banker, a traveling salesman, or 
any _ preferred classification. 

The adjuster must be possessed of 
the arguments from a statistical stand- 
point, showing why the hazard is 
greater, and unless he is, he most as- 
suredly will not be successful in por- 
traying to the farmer the justification 
on the part of the company in its ac- 
tions. It is said that if the adjuster 
had the selection of risks there would 
be few good risks. I have heard this 
expression of the above from an un- 
derwriter and I attribute the reason for 
such a remark and such apparent mis- 
understanding on the part of the ad- 
juster as to the fitness of a risk to the 
fact that he is not possessed as he 
should be with the knowledge of the 
underwriter to enable him to reason as 
the underwriter feels he should. 














Satisfaction 


When a company collects nearly a million 
dollars in accident and health premiums in 
one state, two things are evident— 


THAT its policyholders are satisfied, and 
THAT its agents are satisfied and pros- 
perous. 








There is pleasure in working for a company 
that is growing steadily and rapidly increasing 
its circle of friends and policyholders. It helps 
an agent if he knows that thousands of people 
are finding satisfaction in the policies he has 
to offer. And when these thousands of people 
are in one state, the home state, when he 
knows that the people of his town and neighbor- 
ing towns and all over the state are buying 
and boosting those policies, it means profit 
as well as pleasure. 


EMPIRE LIFE © ACCIDENT could not 
build up its great success except on a basis of 
satisfaction. Satisfactory policies, satisfactory 
claim settlements and satisfactory arrange- 
ments with its agents are the foundations of 
its growth. 


The success of a company means the success 
of its agents and the EMPIRE’S agents are 
prosperous and satisfied. 


EMPIRE 
Life ¢&, Accident 
Insurance Co. 


Home Office: Empire Life Bldg. 
INDIANAPOLIS INDIANA 


CHAS. S. DRAKE 
President 


JAMES M. DRAKE 
Secretary & Treas. 
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Have you heard about the great 
Continental Accident and Health Expedition 


? 


Full information can be se- 
cured by asking a Conti- 
nental representative or by 
writing the Home Office. 





Continental Casualty Company 
H. G. B. ALEXANDER, 
General Offices: Chicago $3 


President 
Canadian Office: Toronto 
*“‘THE WEST’S GREATEST CASUALTY COMPANY” 














Sandy, Wynn & Carlson 


GENERAL AGENTS 
McPHERSON KANSAS 


Handling the Hail Departments of 


THE AMERICAN INSURANCE COMPANY 

| THE UNITED STATES FIRE INSURANCE COMPANY 
THE JERSEY FIRE UNDERWRITERS DEPT. 
THE NORTH RIVER INSURANCE COMPANY 


For 


KANSAS and OKLAHOMA 


We Issue the Policies We Adjust the Losses 
AND PAY IN THE FIELD 


Live Agents can find no better connections for 
Experience, Permanency and Service 
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To the Field of Insurance 


By HOMER J. BUCKLEY 


an office. It’s out in the field sell- 
ing, and there never were greater 
opportunities for good salesmen—men 
who can do creative selling—than there 
is today in the insurance business—in 
all its branches—and particularly in the 
health and accident field. 
For 17 years, I have talked, heard and 


Te firing line of business is not in 


breathed advertising—nothing but ad- 
vertising—in some one or more of its 
various phases. But in all of this, I 


have always recognized that advertis- 
ing, speaking generally, is only one of 
the principal factors of business build- 
ing. There is still a greater element 
to be reckoned with, and that element 
is personal selling. 
Advertising will help 
make more sales in any 
goodness knows there is 
creative advertising in the insurance 
business) and occasionally advertising, 
which is nothing more than printed 
salesmanship anyway, will supplant the 
sales forces entirely; but instances like 
that are not common, and practically 
unknown in the insurance field. Twen- 


the salesman 
business (and 
need of some 


Certain appeals with which he becomes 
familiar can be depended upon to inyarj- 
ably and uniformly breed certain emo. 
tions, which in turn cause certain def. 
nite actions. And a knowledge of these 
principles is absolutely essential to the 
process of bringing a customer to put 
his name on the dotted line. 


Insurance Salesmen Put 
Into Three Classes 


My analysis of the salesmen in the 
insurance field is that they are divided 
into three classes: Those coming jn: 
those remaining; those going out. 


1 


Who is responsible for this condition? 

I'll say to you men frankly that if the 
merchandising concerns of the country 
operated on the same basis of personal 
selling as that on which the insurance 
agencies ry the country most of 
them would be broke a long time ago, 
and by the same token, if the insurance 
companies generally adopted the same 
efficient selling eustheds. training of 
salesmen, creating leads, follow-up sys- 
tems and paving the way for the sales- 
men as merchandise concerns do, they 


do, 


Homer J. Buckley is president of Buckley, Dement & Co. of Chicago, 
direct mail advertising specialists, and vice-chairman of the Advertising 
Council of Chicago. His address before the Health & Accident Conference 
was not, however, along advertising lines, but was a notable presentation 
of selling methods, which were applicable to insurance as well as to other 


lines. 


times it is the flesh- 
and-blood salesmen who hold in their 
hands the key to success or to failure 
of an insurance agency. 


Salesman Should Study 
Business of Selling 


The most efficient and the best re- 
warded salesman is that one who has 
truly studied the business of selling as a 
business in itself. He has mastered the 
art of approach, the swing into his sub- 
ject, the creating of desire, and the final 
clinic that brings the name on the dot- 
ted line. 

His sales presentation is never 
alike—because no two buyers are ever 
alike. His principles of selling are al- 
ways alike because principles never vary. 
He is a real salesman, usually.not a 
“born salesman” but one developed to 
the point where hit-and-miss methods 
and luck have been virtually eliminated. 

To watch one of these men “work” 
is like watching a well trained baseball 
team in action. There each player is a 
thinking unit that knows what to do, 
when to do it, and how to do it. To- 
gether, the team presents a varied at- 
tack and a stout defense, always the 
same in principle and always a little 
different in application. They will lose 
games occasionally, but they will win 
games consistently. The luck element 
cuts little figure. 


ty-four out of 25 


twice 


Good Salesmen Are 
Developed, Not Born 


Again, like winning teams, good sales- 
men are usually developed, and not the 
lucky result of birth or happenstance. 
Salesmen become good salesmen only 
by the study and intelligent application 
of the correct principles of selling and 
by the scientific development of their 
sales ability. 

If I were starting in at the bottom 
to learn selling all over again, I am sure 
I could double my progress if I asso- 
ciated myself with some company which 
was giving the men a really practical 
training in selling. 

Selling is much closer to an exact 
science than most of us might think. 
The salesman who makes a study of the 
art of selling will find that he can “size 
up” his prospective buyer instantly and 
with an amazing degree of accuracy. 


would increase their business by leaps 
and bounds. 


Cold Canvass Is 
Called “Criminal” 


Cold solicitation on unknown or un- 
certain prospects is the hardest game in 


the world to put any salesman up 
against, and it is criminal that in this 
day and age so much of it is still 


going on. 

Too many companies in the insurance 
business are lacking a well-defined plan 
of guidance for their general agents and 
sales forces in the matter of localizing 
sales, ferreting out potential prospects, 
and doing missionary work ahead of the 
salesman—to warm up prospects and 
place the company and salesmen in a 
favorable position for a hearing that 
will lead to sales. 

Insurance salesmen 
too much time 
for prospects. 
discouraging. 

What insurance firms 
agents need is not more salesmen—but 
more high-grade planning of how to 
merchandise their business, to educate 
prospects to their needs and to win for 
their salesmen a careful hearing, by the 
employment of a follow-up system of 
sales literature to prospects. The com- 
pany that canvasses the territory of each 
salesman systematically with business- 
building sales literature will double the 
selling efforts of its men and increase 
sales volume. 


vaste altogether 
chasing around looking 
It’s expensive and it’s 


and general 


Too Many Agents 
Are One-Time Callers 


Too many insurance salesmen areé 
one-time callers. If on the initial, call 
they meet with a sales resistance or 


are deliberately sidetracked with a dis- 
couraging interview, they fade away 
and oftentimes—more often than other- 
wise—they lose out on big business that 
just awaits cultivation. 

The high cost of one-time calls should 
interest every insurance executive, and 
I am going to give you some figures, 
while not taken from insurance exper 
ences, are nevertheless applicable to 
your ‘selling efforts. 

A thousand business men (merchants) 
kept accurate records for six months to 
see how many ca! -alesmen made be- 
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fore they stopped calling, and how often 
the salesmen called before he secured 
siness. 
ee is the records on the calls: _ 
48.2 salesmen made one call and quit. 
04.4 salesmen made two calls and quit. 
14.7 salesmen made three calls and quit. 
12.7 salesmen made four calls or more. 
The investigation revealed that 60 
percent of the merchandise the business 
ordered on and 





men purchased was 
after the fifth call. 
| know this applies to insurance, be- 


cause we had in our business an expe- 
rience that coincides exactly with this 


About two years ago an insurance 
man called on me to talk group insur- 
ance. I was indifferent to his. solicita- 
tion and terminated the interview very 


quickly. 1 did not know much about 
group insurance, its benefits, and not 
being up on it I was, therefore, down 
on it. oe 

In the course of nine months, the 
same man called on me once every 
month. The first few times I resented 


it and told him so, but he was tactful 
and gracious and did not get peeved at 
my brusque handling of him, and finally 
he softened my attitude towards him. 

In between calls he worked a little 
follow-up system on me, sent me data 
on corporations that had group insur- 
ance and how they felt about it—very 
effectively letters, 


handled — pleasing 











G. E. HARSH 
Federal Savings 


After nine months this man sold us a 
contract for our 300 employes and sub- 
sequently has written health, accident 
and old line life insurance for a half 
dozen executives around our place, and 
all of us are boosters for him. 

He was a creative salesman in every 
sense of the word. This is the type of 
salesmanship that we need in business 
today. The day of the order taker is 
gone and gone forever—I hope. 

We are in a period of intensive selling 
—a time when it is necessary to have 
more than mere salesmen if the busi- 
ness is going to grow—we must have 
creative salesmen. 

To Succeed Talk 

Business of Buyer 


_ The reason 95 out of 100 salesmen fail 
is because they talk the business of the 
house. Only 5 percent talk the business 
ot the buyer, 

In making a sale, either by booklet, 
etter or folder, talk to the prospect 
about that which he is interested in. 
€ is interested in his business and 
Profits. The real salesmen sells service 
—the biggest word in business, and yet 
the most abused. . 




































































HEALTH AND ACCIDENT CONFERENCE ll 
FINANCIAL STATEMENT 
of THE HOOSIER CASUALTY COMPANY, Indianapolis, Indiana 
COMPARATIVE STATEMENT 
ASSETS 1923 1924 
U. S. Liberty, School and County Bonds, par value...........ccccccccccccccccccees $210,250.00 $250,750.00 
TEE BONNE 6c bcc sneckdheesdos otekns rte Ganeesenesadi bak tcctw ie wre eeagaeee 2,661.04 3,452.91 
Ie Oo a a ee kee 8,658.80 10,229.75 
PE Oo erctebae ae eh ke SEAS Cee OOETERWE bated added ERS Pee Fees 738.39 1,158.08 
Cice Eamient: iese TGCOCMORs oi osc ccccinvccddedcudvovecessceawa pedingiid 4,988.04 4,235.04 
F WORIEE FE: BOOHENS OF CHOON, 6 6 5.aii's ov be desi scans eaecedsuvewersbsenduscnses - 23,292.17 29,342.54 
NAO TARO 5 ds 5 Ra Aces bene Peewee di ndeapawe Were bees Tee iver deans $250,588.44 $299,168.32 
LIABILITIES 
Reserve for Claims pending but not ended.................45. a baiaaeerbeelbd . $ 7,981.75 $ 9,393.22 
MESEIVE 160 Ts BOG ACCME. isi ccccteccccetecesni 104.79 3507.77 
ee La RO NR os ok aw bide ends éo dees keeedsae kn ’aeeeeeaneaeea 12,044 68,769.80 
Reserve for Taxes, Fees, Commissions, etc............. 10,823.04 8,780.88 
Tetel Lisbilities Bucest Capital... .<....ccscccossesnesncseveocssacenetovdsnccses $ 73,954.15  $ 90,451,67 
By BI 8 Pe er rr ee ee ree $100,000.00 $100,000.00 
SOE ee RINE bn 65 66h edak esas senevee Ceudawnhsabehened 76,634.29 108,716.65 
Se 6 10 PE iin ci pn ctie ch ans ci eeOdeaews dhanee san eane P ie $176,634.29 $208,716.65 
INCOME INSURANCE provided from time lost from sickness or accident. Monthly, quarterly or 
annual payment plan. $100.00 life insurance provided in monthly pay policies. Our general agent’s con- 
tract will interest YOU. 
INSURANCE PROTECTION 
THAT THAT 
INSURES PROTECTS 
Minneapolis, Minnesota 
G. LINDQUIST, Pres. 
Six Thousand Claims Paid in 1923 
Amounting Over $250,000.00 
A BETTER COMPANY FOR BETTER AGENTS 
LIFE HEALTH ACCIDENT 
General Casualty and Surety Co. 
Detroit, Michigan 
| 
PURELY AN AGENCY COMPANY | 
' | 
Live agents who desire a real Accident | 





and Health policy should communicate 
with us regarding our new PARAGON, 
MODEL, SUPREME and [XL 
contracts. Many new and attractive 
features make them good sellers. 


Elmer H. Dearth 


President 
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State Supervision vs. State Control 


N the news items of the day we find 
so much bickering, crimination and 
recrimination, investigations, charges 

and counter charges involving men in 
high places, that we need to keep our 
feet firmly planted, and our heads cool 
lest our faith become weakened in our 
institutions. 

However grave the situation may be, 
it is only history repeating itself and 
the government has maintained itself 
when assailed by foes within and with- 
out, and will maintain itself now. In- 
surance men believe and practice the 
religion of service to their fellowmen— 
service inspires optimism. Faith in the 
permanency and integrity of our insti- 
tutions is fundamental. That faith and 
confidence I am sure permeates this 
organization, 


Too Much Readiness to 
Become Standardized 


In pointing out some of the dangerous 
tendencies of these happy prosperous 
times, in which we are apt to let things 
drift, I shall not sound a single note of 
pessimism, but shall try in a few words 
to give you some observations gathered 
from a limited experience, while through 
the “misfortunes of politics” I was in- 
surance commissioner, and a still more 
limited company experience. 

You who have read or heard my views 
as insurance commissioner will have no 
cause to revise your notes. My faith in 
your ability to run your business has 
not lessened, and I still believe that we 
must maintain that peculiar integrity 
of individual initiative that has made 
our business the constructive force it is 
today. Standardization is to be com- 
mended, even a standard health and ac- 
cident policy might have merit, but this 
principle must not be carried too far, 
lest we become a nation of morons. in 
this age we are too ready to become 
standardized, to think in herds, and to 
act in mobs, and passively submit to 
anv governmental theory presented by 
the idealist. who visualizes the business 
he knows little of as he thinks it should 
be, apparently blind to the fact that he 


BY JAMES 


F. RAMEY 


James F. Ramey, now secretary-treasurer of the Fidelity 1 Life & Accident 
of Louisville, was formerly insurance commissioner of Kentucky and was 
therefore able to discuss the question of state supervision from the standpoint 


| of both the companies and the supervising officials. 


His appearance at the 


Chicago meeting was his second before the Health & Accident Underwriters 
Conference, his address at the French Lick Springs meeting while he was still 
Kentucky commissioner having been one of the important features of that 


meeting. 


may not be infallible and his scheme 


impraetical. 
Welcome Supervision; 

Protest Levying of Tribute 

Health and accident underwriters wel- 
come an intelligent supervision of their 
activities by the constituted authorities, 
believing it to be healthful to the busi- 
ness, and beneficial to the public. They 
are glad to cooperate with supervising 
officials in their conscientious efforts to 
weed out the unworthy, strengthen the 
weak, and restrain the wrong-doer. Like 
other law abiding citizens they are will- 
ing to pay for this. They are also will- 
ing to pay their just proportion of all 
other governmental expenses, but like 
the free Americans they are they re- 
sent the growing tendency of legislative 
bodies to levy tribute on their business 
greatly in excess of a reasonable pro- 
portion of their share of supervisory ex- 
penses of the state insurance depart- 
ments. 

In my state, insurance companies are 
compelled to pay into the state treasury 
nearly $1,000,006 in taxes, licenses and 
fees, while the insurance department, 
with authority to supervise all the com- 
panies, costs the state only about 3 per- 
cent of this amount. The commissioner 
perhaps is paid a smaller salary than 
any officer of the many companies he 
supervises. All insurance companies pay 
$2 on every $100 collected in premiums, 
and certain classes pay a heavy fran- 
chise tax, in addition to insurance de- 


partment fees and licenses, which alone 
amount to more than three times the 
expense of the insurance department. 


Tax Should Cover Only 
Cost of Supervision 


Nor are the taxing authorities satis- 
fied with these exactions. The cities 
and incorporated towns are authorized 
to exact even heavier tolls. Insurance 
companies pay into the state treasury 
one-half as much as all the state taxes 
on all the buildings and lots in all the 
cities and towns in the state, and more 
than all the railroads pay on both their 
tangible property and franchise assess- 
ments. 

What is true in Kentucky is true in 
most other states. After a careful study 
of the subject of insurance taxation, | 
have reached the conclusion that it is 
unfair to insurance companies and un- 
just to policyholders to exact a greater 
tax than an amount adequate for the 
expenses of intelligent and competent 
supervision. 

It is a tax on thrift, a penalty for 
doing good, and a deterrent to the accom- 
plishment of higher ideals. A bank ac- 
count is taxed 10 cents—an insurance 
premium $2 on the hundred. 

When we review the antiquated sys- 
tems in vogue of selecting the personnel 
of insurance departments in most states, 
and the meager compensation permitted 
by law, we marvel at the high charac- 
ter of service usually brought to these 
departments. In spite of the fact that 


state insurance officials, in striking cop. 
trast to the heavy tax imposed on in- 
surance companies, are poorly paid, and 
are often handicapped by archaic laws, 
they are making their departments fune 

tion in a constructive 
without exception. 


But Short Step from 
Control to Ownership 


We are constrained to add to that 
famous trio another fortunate, and make 
the maxim read—‘“A Divine Providence 
watches over drunken men, fools. he 
United States and the insurance pbuysj- 
ness.” Experience has taught us that 
insurance companies, like other corpora- 
tions organized and operated for profit, 
enjoy more fully the public confidence 
when intelligently supervised by the 
state, and the line of demarc: ation be- 
tween supervision and control is some- 
times faint and hard to distinguish, Ip- 
surance supervision no matter how ably 
administered should be largely confined 
to requirements of solvency, and the 
elimination of discriminatory practices 
—beyond this there is danger 

From government control to govern- 
ment ownership is only a short step; 
from government ownership to Com. 
munism is a logical trend. If there was 
ever a period in the history of this na- 
tion when every faculty of mind and 
heart, possessed by citizens, public off- 
cials, and law-makers, should be util- 
ized in restoring confidence in our govy- 
ernmental institutions, it is now. We 
need to get back to the fundamentals— 
less of government in business and more 
business in government. Members of 
the Health & Accident Underwriters 
Conference should be impelled by patri- 
otic as well as selfish reasons to strenu- 
ously oppose control of their businesses 
by any governmental agency, no matter 
how rosy the picture may be painted of 
the millennium that would be ushered 
in. 

Take away from insurance 
the right to control the 
have created, 


manner, alesoet 


companies 
business they 
and you take away also 








A. H. LIENHARD, President 


MINNESOTA COMMERCIAL MEN’S ASSOCIATION 


Health and Accident Insurance 


A. J. ALWIN, Secretary-Treasurer 


$50 weekly Maximum Double Benefit for confining sickness. 
$25 weekly if totally disabled by accidental injury. 

Average annual cost for Health Insurance has been $12. 
Average annual cost for Accident Insurance has been $9. 


Membership fee $2 for either form of protection, or $4 for both, carries the insurance to June 15. 


Plymouth Building, MINNEAPOLIS 








Mutual Life of Illinois 


AN OLD LINE LEGAL RESERVE INSURANCE COMPANY 


One of the Country’s Fastest Growing Insurance Companies 


Our prompt and satisfactory claim service coupled with a STRONG LINE 
Boys to become The Insurance Men in their respective exclusive territories. 


THE COMPANY’S GROWTH: 


Admitted Assets 


$269,998.90 


$380,052.53 
$512,192.59 


$1,830,972.10 


INCREASE in Life Insurance in Force - 
INCREASE in Accident and Health Premiums $ 


f Business Men’s and Montl 


December 31 


HOME OFFICE: SPRINGFIELD, ILLINOIS 


1920 
1921 


$10,009,208.00 
160,796.22 


1922 
1923 


ily Premium disability 


contracts make it possible for Our 


Life Insurance in Force 


$5,591,500 
$6,060,401 
$10,040,114 


$20,049,322 


INCREASE in Policy Reserves - ~ - 
INCREASE in Admitted Assets - - - 


$1,215,738.48 
$1,318,779.51 


WE’LL BE DELIGHTED TO TELL YOU MORE ABOUT OUR AGENCY CONTRACTS 
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the responsibility for competent man- 
agement. One ot the evil omens of he 
times is the tendency to create a multi- 
plicity of governmental agencies, ex- 
tending control over individual activities. 

Individual initiative in less than a cen- 
tury and a half has built an_empire on 
the western hemisphere. That same 
<pirit has built the insurance business. 
The incentive of profit has attracted to 
it both character and capital, and if it 
is to “carry on” and meet the growing 
needs of our civilization, it must be un- 
fettered and unhampered. 


Accident and Health 
Undeveloped Field 


Accident and health insurance is yet 
in its infancy. The fertile ground has 
hardly been scratched. In my judgment 
it offers the greatest field for construc 
tive development, at this time, of any 
of the various branches of insurance 
With our complex civilization with its 
increasing dangers from congestion and 
speed, resulting in more than 700,000 
accidental deaths in ten years, there is 
need for accident insurance in every 
American home. With time more valu- 
able to the average man than ever be- 
fore, and our people so dependent on 
their daily wage for the necessities and 
comforts of the morrow, health insur- 
ance becomes a necessity. Violent death 
has formed a partnership with the auto- 
mobile, and deaths from this cause alone 
have increased nearly 300 per cent in 
ten years, until they have reached an 
average of 38 every day of the year. 


People Recognizing 
Need for Protection 


In the great strides this country has 
made, insurance has played a noble part, 
ever keeping pace with the needs of the 
advancing throng. Accident and health 
insurance came naturally with the rec- 
ognition of the dangers incident to our 
commercial activity, and the value of 
time lost from both accident and illness. 
It has been developed from a small be- 
ginning 40 vears ago until it is today 
an important factor in the economic, 
social and business life of the nation. 

Accident and health insurance, a full 
brother to life insurance, is doing more 
to alleviate suffering, reduce the evils 
of want and poverty, revive drooping 
spirits, and keep the home fires burn- 
ing, than any other business in the 
world. People are perceiving that it 
is both necessary and desirable while 
in health and free from injury to create 
a fund against the time when by reason 
of accident or illness they can no longer 
earn. They are realizing that sudden 
and unexpected death is a greater finan- 
cial disaster to their dependents than 
death from natural or expected causes. 


Should Give No Ground for 
Governmental Interference 


Men in all branches of the insurance 
business have at times fallen into error, 
and their internecine quarrels have 
served as a justification for governmen- 
tal interference. Some have even sought 
to have their business run for them. 
In every case the last state has been 
worse than the first. An insurance man 
like all less favored mortals is bound 
to make mistakes, but they should be 
new ones, not the same old things over 
and over. 

Health and accident insurance com- 
panies cannot afford to concede to the 
States the valuable prerogative of run- 
ning their own business in their own 
way so long as the results attained are 
helpful rather than harmful to the pub- 
lic. In any business where real com- 
petition is a factor, the inexorable law 
ot supply and demand, whether of serv- 
ice or commodity, is a sufficient guar- 
antee of reasonable cost to the con- 
sumer. This is true of the health and 
accident insurance business, and we 
should cherish and preserve the integrity 
ot the business, so that it will be im- 
Pervious to the intrigues, attacks, or evil 


Purposes of both demagogue and com- 
munist. 


HEALTH AND ACCIDENT CONFERENCE 


Convention Banquet a 
Snappy, Peppy Affair 


HE banquet Wednesday night was a 

very snappy, peppy affair. The pro- 
grams were in the form of a miniature 
newspaper entitled “The Night Hauc,” 
with a big “Extra” line featuring a new 
oil scandal, involving the alleged use of 
hair oil by “Tom Nolsen, secretary of 
insurance,’ with a prediction that his 
resignation might be called for as a re- 
sult. Other “news” heavily 
featured were those announcing that 
“Dr. W. Garvis” had retired from the 
insurance held to become president ot 
the Boston Red Neck Tie Company; 
that “E. C. Ballby” was about to enter 
the House of David at Benton Harbor, 
and that John Patterson had just won 
the National Golf Championship from 
Bobby Jones. 


stories 


The weather forecast was: Chicago 
and vicinity, fair with plenty of hot 
weather for Wednesday evening. Wis 
consin, very cloudy and storms threat- 
ening. 


E C. EDMUNDS of the Fidelity 
e Health & Accident as usual kept 
the crowd going in good shape through 
out the dinner in community singing 
and had to give two of his Harry 


Cc. G. TRAPHAGEN 
Time Insurance Company 


Lauder numbers before the crowd 
would be satisfied. 

Harold Ayres gave several well ren- 
dered violin selections. Mrs. George S. 
Galloway, whose vocal ability has de- 
lighted insurance gatherings on numer- 
ous occasions heretofore, was on the 
program but was, unfortunately, unable 
to be present. 

The inimitable James Victor Barry, 
fourth vice-president of the Metropoli- 
tan Life, gave one of his characteristic 
after-dinner speeches with a continuous 
procession of stories, some new and 
some old, but all well received, inter- 
spersed with a few poems and the ex- 
position of his “gospel of sunshine.” 

Mr. Barry had a real rival on this 
program, however, in Jess Pugh, a very 
able all-around entertainer, both in the 
matter of new “gags,” several of them 
directly applicable to the accident and 
health business, and in_ philosophy. 
Both Mr. Pugh and his young woman 
partner, who also acted as accompanist, 
likewise proved themselves very capable 
vocalists. 


Congratulate H. G. Royer 


H. G. Royer, president of the Great 
Northern Life, was receiving congrat- 
ulations of his fellow underwriters on 
the arrival of a baby girl at his home 
the past week. It is his second daugh- 
ter. 





A Company That Is Aggressively 
In Earnest In Its Recognition of 
The Community of Interest 


between 


Its Policy Holders, Its Field Men 
and Itself 





Accident and Health Policies that are 
Superior, including Commercial, Indus- 
trial (Monthly Premium), Railroad In- 
stallment, and Group, Fidelity and 
Surety Bonds and Casualty Insurance. 





MASSACHUSETTS BONDING 
and INSURANCE COMPANY 
Home Office—Boston, Mass. 


GENERAL OFFICES 
ACCIDENT AND HEALTH DEPARTMENT 


SAGINAW, MICHIGAN 














INTER-OCEAN 
CASUALTY CO. 


Cincinnati, Ohio 
Established in 1903 


“A FORWARD-GOING COMPANY” 


~sP ree 


Gain in Premium Income, 1923, $556,000.00 
Total Premiums for Year, 1 453,816.89 
Net Admitted Assets, 553,403.79 


or 


Licensed to Transact Health and Accident 
Insurance of All Kinds in 32 States 


sr rmer 


For information concerning unoccupied 
territory, write Home Office 


W. G. ALPAUGH,, Sec. J. W. SCHERR, Pres 
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Time Insurance alee 


MILWAUKEE 


Established Over Thirty Years 


CLAIM PAYMENTS OVER $1,900,000.00 


Accident and Health Insurance 
Liberal Policies 


Have you heard about our ‘‘Life Income’’ 
Security Policy? 


Prompt Settlements 


Agency Openings in Michigan and Wisconsin 


C. G. TRAPHAGEN 
President 


E. GILJOHANN 
Secretary 


JOHN A. KEELAN 
Agency Manager 








NOAH 


Did Not Need the Ark Until It Rained 
He Had to Build it in Dry Weather 


YOUR CLIENTS 


Will Not Need Sixty-Five Year Endowment Complete 
Protection Insurance Until They Are Sick, Injured or Old. 


If They Have It Then You Will Have 
to Sell it to Them 


NOW 
Interstate Life & Accident Co. 


Home Office, Chattanooga, Tenn. 


Open Territory in Arkansas, Georgia and Tennessee 








Midland Casualty Company 


OF WISCONSIN 
ACCIDENT and HEALTH INSURANCE 


Direct Agency Contracts may be 
had, by men who can qualify, in 
Wisconsin, Illinois, Michigan, In- 
diana, Ohio, Pennsylvania, Missouri 
and Texas. 


HOME OFFICE 


402-407 Metropolitan Building 
MILWAUKEE, WIS. 
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Automobile Accidents Is Needed 


LANS for securing more complete 

and accurate data on automobile 

accidents and their causes, presented 
by Dr. Louis I. Dublin, statistician of 
the Metropolitan Life, and characterized 
by him as the fundamental step toward 
securing an improvement of present 
conditions, were given the unanimous 
endorsement of the Health & Accident 
Underwriters Conference at the conclu- 
sion of Dr. Dublin’s address Wednesday 
afternoon. The matter was referred to 
the executive committee, with power to 
act and to cooperate with any other in- 
surance organizations that are now or 
hereafter may become affiliated with the 
movement. 


HE figures presented by Dr. Dublin 

as to the extent of the automobile 
accident status were in themselves suff- 
ciently startling to show the necessity 
of some steps toward reducing the 
steadily mounting toll of deaths and in- 
juries from this source. He declared 
that the people interested are tired of 
figures as figures and want action, and 
declared that the Health & Accident 
Conference was one of the few organi- 
zations that could do the things that 
need to be done, if they are done at all. 

He stated that the first thing that 
must be done toward bringing about the 
improvement is to increase the knowl- 
edge of fundamental efficiency and as- 
serted that there was no real knowledge 
along that line at the present time. One 
step which he suggested as fundamental 
along this line was the use of basic 
forms for the collection of information. 
He presented two forms that had been 
drawn up, copies of which were distrib- 
uted to those in attendance, and ex- 
pressed the hope that eventually every 
automobile accident may be recorded on 
these forms. The first was a brief re- 
port to be made by the police officer on 
the scene and the second a fuller form, 
to be filled out on the basis of completed 
facts after investigation and court ac- 
tion, if any, in connection with the acci- 
dent by some responsible officials, logi- 
cally one connected with the police 
department. 


HE important thing, he said, was to 

get all reports on the same basis. 
Duplicates should be sent to some cen- 
tral agency, which should compile them, 
send back to each city its own record 
and then get them all together on a Nna- 
tional basis. He stated that in this way 
a mass of information could be gotten 
together from which a national policy 
could be developed. Conditions in the 
various cities could be compared as to 
the methods used in control of traffic 
and prevention of accident and their ef- 
fectiveness and recommendations made, 
based on such a compilation. 

The plan which he suggested for get- 
ting this system under way and which 
was given the endorsement of the con- 
ference, was to establish somewhere in 
the country a central staff, which could 
distribute these forms, without cost at 
the start; which could show the proper 
officials how to complete the forms, and 
then could collect and tabulate them. 
He estimated the cost of such an organi- 
zation at about $40,000 a year. He said 
that the cities that have taken any ac- 
tion along this line have been doing 
things in spurts and each experimenting 
along its own lines, while what the sit- 
uation calls for is a national movement. 
He considered that the life and casualty 
companies were the ones which should 
primarily get back of it. He said that 
it would be presented to the National 
Bureau of Casualty & Surety Under- 
writers, the Association of Life Insur- 
ance Presidents and the American Life 
Convention and expressed a hope for 
favorable action from all of those organ- 
izations. 


| T would not only result in the secur- 
ing of information which the accident 


companies can use directly, he pointed 


out, but it would be worth many 


: , times 
the investment to them in public good 
will. He also referred to the great pos- 


sibilities of additional result S through 
cooperation of the grey Staff of the 
company, who could do , ‘tremenans 
amount of good in their respective com. 
munities along the lines of getting the 
material desired and having it sent jp 

He predicted that in a very few years’ 
time action of this sort would at Jeg 
take a dent in the situation, 
of the 
biles. 


ast 
: ; regardless 
increasing number of automo- 


At the beginning of his address Dr. 
Dublin said that the company officials 
in attendance at this meeting doubtless 
knew better than anyone else the enor- 
mous expense of automobile accidents. 
He pointed out that last year there were 
at least 16,000 and possibly 17,000 auto- 
mobile fatalities, with possibly 42.509 
disabling injuries. In emphasizing the 
comparatively recent growth of this 
public menace, running back at the 
most not more than 12 or 13 years, he 
cited the figures of the Metropolitan 
Life, showing that in 1911 there were 
only 2.3 automobile deaths per 100,000, 
while in 1916 this figure had risen to 7.4 
and in 1923 15.4. He illustrated these 
figures with a graphic chart pointing 
out that the “curve” was in this case 
almost a straight line, pointing steadily 
upward and with the angle growing 
steeper every year. The rate of increase 
is increasing, which, he said, causes this 
class to stand alone in the field. of 
American statistics. The notable gains 
made in the control of various diseases, 
which have been secured through an 
advance in the field of medical science 
and public health, are almost discounted, 
he said, by the increase in automobile 
fatalities. He said that the automobile 
caused more deaths last year than ty- 
phoid fever, scarlet fever, measles and 
whooping cough combined. 


NE discouraging feature about the 
situation, he said, is that the public 
seems to take it with an air of fatality. 
Little aid has been given by the auto- 
mobile industry, which might be ex- 
pected to take an active part in such 
movements. He said that the four-wheel 
brakes might help, but it was hard to 
tell. So long as the aim of the automo- 
bile manufacturers is the making of 
more speedy vehicles, little relief is to 
be expected from that source 
He cited the figures for 1922 com- 
piled by H. P. Stellwagen of the Na- 
tional Bureau of Casualty & Surety 
Underwriters to show the widely dif- 
ferent experience now encountered in 
different sections. Those figures showed 
that in some cities the hazard was four 
times as great as in others, ranging from 
a death rate of 32.5 per 100,000 popula- 
tion in Los Angeles, down to 8.2 in Jer- 
sey City. The objection has been raised 
that such figures are not representative 
as’ they do not take into consideration 
the number of machines. Dr. Dublin 
said he had no sympathy with such a 
claim and that in cities where there 1s a 
greater number of claims, that condi- 
tion calls for a greater effort to cope 
with the situation. He also quoted from 
another table prepared by Mr. Stell- 
wagen giving the deaths per 1,000 auto- 
mobiles registered, which showed that 
Chicago led all of the cities in the coun- 
try in that respect. He said that the 
National Bureau of Casualty & Surety 
Underwriters had recently analyzed the 
causes of about 2,600 automobile acci- 
dents, as regards the responsibility of 
the pedestrians and motorists, and that 
while he was not at liberty to give out 
anything in regard to these figures, the 
results were very illuminating. 


At the conclusion of Dr. Dublins 
address, C. O. Pauley of the Great 
Northern Life, chairman of the execu- 


tive committee of the conference, said 
that in a conversation with Dr. Dublin 
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he had been greatly impressed with the 
necessity for some action along the lines 
indicated, and was even more deeply 
jmpressed alter hearing his address. 


There is no dispute, he said, that there 
‘, a real problem, not only for the com- 
panies but for the nation as a whole, 
and that the conterence members had a 
yital interest in it, as much as any other 


group. He then made the motion that 


New Plan Will Replace Weekly 
Bulletins of H. 


S an outgrowth of the present 
A este of weekly bulletins con- 
taining sales material on accident 

and health insurance which are sent to 
all members of the conference under the 
supervision of its educational commit- 
tee, a new plan for an educational serv- 
ice on health and accident insurance, 
which will be issued by THe Nationa. 
UNDERWRITER and purchased by the 
companies direct, replacing the present 
plan under which the conference makes 
an apprporiation for its issuance ol the 
weekly bulletin, was given the endorse- 
ment of the Health & Accident Under- 
writers’ Conference at its session 
Wednesday. The new plan, which had 
been reported out favorably by both the 
executive committee and the educational 
commitee on the conference, was ex- 
plained on the floor of the conference 
Wednesday morning by Ralph E. Rich- 
man of the Cincinnati office of THE 
NATIONAL UNDERWRITER, who has_ had 
charge of the issuance of the weekly 
bulletins ever since they have been in 
use. Mr. Richman stated that the con- 
ference was now paying $50 per month 
for this bulletin service and that all 
of the $50 was being given back to it. 
The new plan as he outlined it con- 
templates a ‘service along the same line 
as that already given to life insurance 
men by THE NATIONAL UNDERWRITER in 
the Diamond Life Bulletins. Its pur- 
pose is to issue regularly and in form 


for permanent use and reference all 
the best information on accident and 
health salesmanship, with actual sales 


plans which have been tried and tested 
by successful producers in the field. It 
would be so arranged as to be available 
for use both by company officials and 
by agency superintendents and actual 
producers. The tentative plans contem- 
plate two sections. The salesmanship 
section would contain material on gen- 
eral salesmanship, agency training and 
specific sections devoted to the different 
forms of business written, including 
commercial, monthly payment, weekly 
payment, railroad or franchise and group 
business. 


Would Also Have an 
Elaborate Policy Section 


The present plan also contemplates 
the issuance of a policy section, which 
would contain an analysis of new poli- 
cies issued and serve as a current sup- 
plement to the “Time-Saver,” the little 
booklet covering accident and health 
policy forms which is now published by 
THE NATIONAL UNDbERWRITER. The bulle- 
tin would be issued monthly, or possibly 
twice a month, if that seems to be more 
satisfactory to the purchasers, with, of 
course, a smaller amount of material in 
each issue, at a price of $24 per year. 
rhe service will start probably by 
Sept. 1, 
As the service develops further, one 
of the possibilities would be the prepa- 
ration of special small booklets for dis- 
tribution to agents containing the ma- 
terial published in the various issues 
on such subjects as sales fundamentals, 
the approach, closing, agency meetings, 
and plans for educating agents. The 
bulletins would be indexed and tabbed, 
so that all material would always be 
ready at hand. 

C. O. Pauley, chairman of the exec- 
utive committee, and W. G. Alpaugh, 
chairman of the educational commitee, 
both expressed their aproval of the plan, 
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the matter be referred to the executive 
committee with power to act, which was } 
adopted by the conference by a unani- 


JAMES W. JEFFERSON, Pres. W. A. ORR, Sec’y. 





mous vote, 

Dr. W. F. Jarvis of the Fraternal 
Protective in moving a vote of thanks 
to Dr. Dublin also expressed the belief 
that the companies should take an ac- J] 
tive interest in protecting their own J] 
affairs. 


Lincoln Casualty Company 
Springfield, Illinois 


& A. Conference | 


which was thereupon given the endorse- 
ment of the conference. 


Admitted Assets over $714,000.00 


James Victor Barry, formerly insur- | 
ance commissioner of Michigan and 
now fourth vice-president of the Metro- 
politan Life, who is well known to most 
of the conference members, as well as 
insurance men of all other classes 
throughout the country, was in attend- 
ance at the conference session, but was 
conveniently absent from the room 
when President Budlong called on him 
for a talk. He spoke, however, at the 
banquet. 


Agency Contracts open for producers in 
Health and Accident Department in 
Illinois, Ohio, Indiana and Nebraska 
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| 


Great Northern Life Insurance Co. | 


Westminster Building | 
ILLINOIS 


The Company is operating in the following States: 





CALIFORNIA MICHIGAN OKLAHOMA | 
COLORADO MINNESOTA SOUTH DAKOTA | 
ILLINOIS MISSOURI TEXAS | 
INDIANA MONTANA WISCONSIN | 
IOWA NEBRASKA WYOMING 
KANSAS OHIO ! 


We have desirable territory open in any of these States for full- | 


time producers selling our complete line of Life, Accident and Health 
Insurance. 


H. G. ROYER, Pres. 


C. O. PAULEY, Sec’y | 
JNO. A. SULLIVAN, Vice-Pres. | 
| 











Great American Casualty Company > 


226 WEST ADAMS STREET 
Chicago, Illinois 











Featuring 
Everybody’s 
Disability Policy 


GREAT = 
AMERICAN 
CASUALTY Co. / 
CHICAGO, /J} 
Wh. A7e 


A money maker for | 
the agent and a life 
saver for the public. 
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American Life Convention Head 


Defends the Part-Time 


RESIDENT J. B. REYNOLDS of 
Pie Kansas City Life, in conveying 


the greetings of that organization 
to the Health & Underwriters Confer- 
ence at its Thursday morning session 


took occasion to defend the part-timer in 


the insurance busines, taking issue in 
that respect with some of the previous 
speakers at this meeting. He declared 
that he was a strong believer in the 
education of salesmen, but that condi 
tions exist in some localities, where 


theoretical practice is not practical prac- 


tice. There are some places, he said, 
where the part-time man is essential 
In regard to the question of “one-call’” 
salesmen, also mentioned by a previous 
speaker, he said that there are some 
conditions where one call is about all 
that the agent has a chance to make. 
He thought that in educational work 
the question if whether the agent was 


in congested or sparsely settled 
should be considered. 


working 
territory 


H E spoke of essentials for organiza- 
tions in all of the fields of insur 
ance, saying that any such organization 
should be simple and democratic, with 
opportunity for full exchange of thought 
and purpose. There is no place, he said, 
for personal ambition and the man who 
puts it above the good of the business 
does not last long. 

He said that the place of accident and 
health insurance in the underwriting 
program is well defined. It touches the 
home, home life and the individual and 
insures the earning capacity of the 
breadwinner. 

He expressed the belief that the time 
when the public, the buyers 
of accident and health insurance, de- 
mand fuller coverage than is given by 
many of the present forms of policies. 
Regarding the contention that the rate 


has come 


for full coverage is too high, he de- 
clared that it was just a question of 
coverage and of service rendered. 

E asserted that there were some 


signals which could not be 
ignored by either life or accident and 
health companies. Among them was 
the development of the use of insulin 
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Agent 


J. B. REYNOLDS 
American Life Convention 


resident 


a treatment for diabetes, admittedly 
a cure but a relief. He suggested 
possibility of having this treatment 
inistered for a time, until there are 
the disease, after which the 
are likely to get him as a 
said that there may 
protect the insurers, and 
was a matter for the company 
anization to consider. 

le suggested that as the life 
Ith and accident representatives 
more of the American homes 
other class of business, they have a 
her obligation than the mere selling 
their product, and urged that in ad- 
on to preaching the gospel of thrift 
protection, they should preach the 
pel of patriotism and pointed out 
great opportunities along that line. 
le closed by offering as a slogan for 
year, “The best we have ever done 
10t good enough to be our ideal for 
future.” 
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| L. F. CURDES 


President 


strictions. 





Accident Association 
Fort Wayne, Ind. 


_ Fort Wayne Mercantile 
| 


Established 1892 


| Our company covers every accident 
and every disease without any re- 


General agents wanted in the state of Indiana 


C. B. HIRONS 


Secretary and Treasurer 








R. E. G. SIMMONS, vice-president 

of the Pan-American Life, likewise 

2 prominent factor in the American Life 
Convention, whose company is also a 
member of the Health & Accident Con- 


ference, also spoke briefly at that ses- 
sion. President Budlong spoke of the 
address given at Mackinac by Fisher 


Simmons, and Dr. Simmons said laugh- 
ingly that it had come to be the 
that he was now nearly always intro- 
duced as the father of Fisher or Ted, 

condition in which he took great pride. 
He referred to the fact that a number of 
the 


case 


men present were old associates of 
his in life insurance. He stressed the 
value of cooperation, both between 
companies and between organizations 


Hollerith Tabulating 
Machine Had Exhibit 


HE exhibit of the Tabulating Ma- 
chine Company, manufacturers of the 
Hollerith machine, attracted special at- 
tention, in view of the fact that the 
statistical bureau of the conference is 


now using the Hollerith machine for 
punching and tabulating the card con- 
taining the statistical information sent 


il by the various compe inies, and a num- 


ber of the companies have themselves 
installed these machines in their own 
offices. The exhibit was installed in one 


end of aa room which was used for the 
Wednesd: session and, therefore, there 
was not pes chance to observe its 
operation except before and after the 
sessions, but on Thursday it was open 
all day for visitors. Secretary Gordon 
of the conference called particular at- 
tention to the Hollerith machine in his 
report. 


Merrill Convention Visitor 


One of the eastern convention visitors 


who was cordially welcomed by his 
western colleagues was Robert J. 
Merrill, vice-president of the United 
Life & Accident of Concord, N. H.., 
and former insurance commissioner of 


that state. Mr. Merrill was one of those 
who was introduced at the opening ses- 


sion and welcomed to the meeting. The 

United Life & Accident has been a 

member of the conference for many 

years. Mr. Merrill has not found it 

possible to attend any of the recent 
meetings of the organization. 
Weather Jinx on Hand 

During the session Wednesday mem- 


bers ef the conference were congratulat- 
ing themselves that they had gotten 
away from the weather jinx which has 
pursued the last two mid-winter meet- 
ings. At both Kansas City and Indian- 
apolis ti rained almost continuously and 
members who had any business to 
transact outside of the convention 
headquarters found the going very bad. 

Wednesday was a beautiful sunshiny 
day, and gave President Budlong a 
chance to dilate on the merits of Chi- 
cago weather, but a snowstorm Thurs- 
day put the Chicago streets in about as 
bad condition as have been encountered 
at the previous meeting places. 





Ireland There at Wrong Time 


Clifford Ireland, director of trade and 
commerce of Illinois, who was sched- 
uled to speak at the Thursday morn- 
ing session, apparently had obtained the 


wrong impression as to the hour at 
which he was to appear. The confer- 
ence session did not. start until 10 
o'clock, but Mr. Ireland was at the 


Hotel at 9 o’clock. None of 
the conference officials happened to be 
around just at that time. He left the 
hotel and did not return, although Pres- 
ident Budlong inquired about him at 
every break in the program throughout 
the day. 


Congress 


Tribute to O. j. Collman 


A special tribute was paid to the late 
O. J. Collman, vice-president and gen- 
eral manager of the Lincoln Life of 
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Nebraska, who died suddenly a Sie 
weeks ago, in a resolution adopted by 
the conference at its closing 


Pp ; > 1 S€Ssion, 
resident Budlong called attention to 


Mr. Collman’s death on the opening day 
and appointed Dr, W. F. Jarvis a 
Fraternal Protective and A. J. Alwin, o 
the Minnesota Commercial Men's’ 

members of a committee to Prepare the 
resolution. rf 


LESSONS LEARNED FROM 
EXPERIENCE OF THE pagr 


(CONTINUED FROM PAGE 6) 


personal insurance, distinguished roy 
property insurance. The general , rac- 
tices and customs, therefore, that a 
grown up in connection with the deyel- 
opment of life insurance can be, and 

believe W ill be ap] lied more and more 
to the conduct of our business. This 
means then that the method of cor 


pensating salesmen by a larger first 
commission and a much smaller reney al 
commission is likely to 
method of compensating 
salesmen. In 
been adopted in the 
cellable forms, as well as by 
specializing in so-called business and 
professional men’s policies. A 


become the 
accident and 
fact it has already 
issuance of non-can. 





health 


those 


subst an- 


tial reduction in renewal commissions 
will result in lower expense ratios and 
lower expense ratios permit righer loss 
ratios without endangering the fin 





cialstrength and 


tutions. 


security of our 


Importance of Experience 
By Geographical Location 
here is one other question on 

we should be “apt students” that 

extent of losses in the various states 
in which we operate. Let us not forge 

that our experience in these states, wl hile 
largely determined by the general health 
of the population and general sanitary 
conditions, is also influenced by the laws 
in effect, either by statutes of court de- 
cisions pertaining to our business. My 
company has been making a very careful 
analysis of our business by states during 
the past few years and it has developed 
some very interesting information. In 
two states in particular if we were to 
rely upon our own experience we would 
immediately withdraw from those fields 
or substantially increase our rates on 
business issued therein. We hesitate 
only because we realize that with the 
comparatively small amount of business 
transacted by a _ single company, we 
could not be certain that we were justi- 
fied in taking such action. If, on the 
other hand, our _ Statistical Bureau 
would secure from all conference mem- 
bers their geographical loss ratios, and 
out of their combined experience pre- 
pare statistical data for distribution 
among the members, we could better 
determine what our future course of 
action should be. When we can intelli- 
gently build our premium rate based 

upon known loss ratios, charging a 

higher rate in those states where drastic 

legislation and unfriendly court decisions 
have made it more expensive for the 
citizens of such states to secure safe 
and satisfactory protection, there will, 
in my opinion, be less eagerness on the 
part of legislators and courts to impose 

unreasonable and unfair laws upon a 

responsible more than any 

factor for the prevention ot 
and distress among _ its 


which 
is the 


business 
other one 
dependency 
citizens. 
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Washington Life and Accident Insurance Co. 


GEORGE R. KENDALL, President 


An Old Line Legal Reserve Company | 


Writing combination life, health and accident business payable on the weekly plan 


Resources Over a Quarter Million Dollars 


For rates or agency contracts apply direct to Home Office 


f 56 West Randolph Street, Chicago 
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North American Accident Insurance Co. 
Chicago, Illinois 


38 Years of Progress 





Income Protection Specialists 


Over $10,000,000 Paid in Claims 


The Oldest and Largest Company in America 
Writing Accident and Health Insurance 
Exclusively 


For Agency, Address, 


| H. A. Luther, Vice President 
| 209 So. La Salle Street, 
Chicago, Illinois 
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HEALTH 


- 


Indianapolis 


Premiums Payable Monthly. 


Benefits Payable Weekly. 
Non-Classification of Risks. 


Policies Include $100 
Funeral Benefit Without 
Additional Cost. 


35 Years of Experience Means 


Service That.Excels 


FEDERAL SAVINGS & 
INSURANCE COMPANY 


Founded 1889 


_ ACCIDENT 


U. S. A. 
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